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q Mortality from Heart Disease 


Dr. Frederick L. Hoffman writes his important study 
of the ravages of this malady, 1921-28. 









qg Important Company Changes 





Otho E. Lane heads the Fire Association of Phila- 
delphia; Eugene F. Hord takes post with Fireman’s 
Fund Indemnity. 










@ Life Insurance Sales in 1930 


Reports of Life Presidents’ Association bear out pre- 
dictions of Life Insurance gains despite depression 
in other lines of business. 
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Explosion Conference arrives at uniform contract 
for aircraft and automobile property damage. 
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OU CAN SELL 


“The man who turns you down on Life Insurance is probably the 
best kind of a prospect for Perfect Protection! Judged on the 
basis of cash return it’s the greatest contract any man can buy... 
or sell! With Perfect Protection ... originated by Reliance... 
your income as well as your life is insured and you don’t have 
to die to win! Write this in your book: ‘If you can sell anything, 
you can sell Perfect Protection!’ ” 


50% increase in new business, lower lapse 
ratios and easier prospect-finding. Agency 
contracts are open to men who can qualify 
. offering direct home office connection, 
maximum first year commissions, extended 
renewals, sales cooperation that practically 
assures Success and Perfect Protection . . 
the greatest contract a man can buy or sell! 
Mail the coupon for the full story ... in 
confidence and without the slightest obligation. 


Insurance underwriters find it easy to double 
their incomes with Perfect Protection .. . the 
policy that combines Health, Accident and 
Life Insurance! Since originating it, Reliance 
has paid $7,000,000 more to living policy- 
holders than on death claims. Thirty-five of 
every hundred Perfect Protection policy- 
holders are paid Health and Accident claims 
every year. This builds a wonderful clientele 
for the energetic agent. It means 25% to 





And now... Double Indemnity Has Been Added to Perfect Protection. 








Nearly half a billion of in- 


PERFECT PROTECTION” 








JNELIANCE LIF 





RELIANCE LIFE INSURANCE COMPANY OF PITTSBURGH 
Dept. S-12, Farmers Bank Building, Pittsburgh, Pa. 


Please send me the full story of Perfect Pro- 
tection and your Prosperity Plan for Agents. 
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The Mortality from Heart Diseases, 


1921-28 


By FReperIck L. HOFFMAN, LL.D. 


Consulting Statistician, Prudential Insurance Company 


ONSIDERING its immense im- 

portance as a disabling affection 

and a cause of death, heart dis- 
eases are deserving of vastly more 
consideration from the public point of 
view than most, or all, of the other 
ills that man is heir to. In 1928, in 
the United States registration area 
which comprehends about 93 per cent 
of the total United States Continental 
population, heart diseases occupied the 
first position among the two hundred 
diseases or groups of diseases speci- 
fically enumerated, or 17 to 18 per 
cent of the mortality from all causes. 
But the term heart diseases compre- 
hends a group of more or less kindred 
affections which for practical purposes 
require separate consideration. In the 
census reports on mortality only four 
specific groups of heart affections are 
given or respectively, pericarditis, 
endocarditis and myocarditis, angina 
pectoris, and other diseases of the 
heart. The relative importance of 
these different affections or groups of 
affections is best indicated by the 
Statement that in 1927, pericarditis 
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caused 964 deaths, endocarditis and 
myocarditis combined, 8875 deaths, an- 
gina pectoris, 15,970 deaths, and other 
diseases of the heart, 186,167 deaths. 
The latter group includes widely dif- 
ferent types of heart affections which 
it seems unscientific to combine into 
a heterogeneous aggregate useless for 
many medical and other practical 
purposes. In the report of the British 
Registrar General, a_ slightly more 
elaborate classification is given under 
the following subtitles; pericarditis, 
infective endocarditis, other acute en- 
docarditis, acute myocarditis, angina 
pectoris, and other diseases of the 
heart. It would obviously be desirable 
on the part of the United States regis- 
tration officers to give a more elabo- 
rate classification and to insist upon a 
more precise designation of the true 
nature of the heart affection to which 
death is attributed. 

In general medicine there is a funda- 
mental distinction between functional 
and organic heart disease, the former 
being defined: as follows: 

Functional heart disease has to do 


with the way the heart works or per- 
forms the function of pumping blood 
through the body. Here we have no 
change in structure, no changes in the 
walls of valves. Yet the heart is not 
working properly. 

Organic heart disease is defined as 
follows: 

Organic heart disease includes all the 
forms of heart disease which involve 
some change in the heart itself. There 
are two main sorts, congenital and 
acquired. The congenital type is com- 
paratively rare and means always that 
a child has been born with an acci- 
dental defect, as unexplainable as a 
hare lip or webbed fingers. 

Organic heart diseases are dif- 
ferentiated as to congenital and ac- 
quired. As regards the latter it is 
said that, 

Acquired kinds of heart disease are 
the results of many causes and may be 
put into three groups: (1) heart dis- 
ease caused by an infection; (2) heart 
disease of the toxic and degenerative. 
variety; and (3) heart disease of the 
senescent, or old age, type. 

But in the words of the master mind 
on heart diseases, the late Sir James 
MacKenzie, 

(Continued on page 18) 
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ASIULEIVE THIRDPARTY SMOKES 





\ A THILE we sit here struggling 
with an idea to fill the remaining 
nine inches of this column, and vainly 
combatting an overwhelming desire to 
slip out the back way and spend the 
rest of the afternoon in one of the many 
“refrigerated” movie palaces of which 
the town boasts, great liners are scut- 
tling back and forth to Europe with 
loads and loads of insurance people 
swarming their decks, forgetting in- 
surance and allied evils for two or three 
months’ experimentation with history 
and geography. 
* * * 
ERE in New York it is pretty 
difficult to imagine the conduct of 
our staid old company presidents as 
they sit in the shade of some German 
bier garten. Do they sit and ponder 
whether Whiffs, that damn secretary, 
has outlined the speech to the board, or 
do they confine their thoughts to try- 
ing to remember that clever German 
expression, nach eins? 
* cs * 


N our desk at the present writing 
we have several letters informing 
us of the peregrinations of our friends 
in the business. President G. S. Nol- 
len, of the Bankers Life, sailed last 
month with Mrs. Nollen and the chil- 
dren on the Vollendam. Among the 
many gifts presented to him at sailing 
time was a little booklet entitled “Bon 
Voyage” in which were the signatures 
of every member of the Bankers Life 
home office staff, numbering nearly six 
hundred in all, and a personal message 
from every department in the com- 
pany. We venture to say that if Mr. 
Nollen attempts to reply to each per- 
son who autographed the booklet by 
way of post card, it will not be long 
before the war debts are paid. 
E are also aware that Mr. and 
Mrs. Morris Fishman of Detroit 
sailed on the Ile De France July 2 for 
Paris, accompanied by Mr. S. Rose. 
Mr. Fishman is vice-president of the 
Detroit Life Insurance Company and 
manager of the Fishman agency, while 
Mr. Rose is a prominent member of 
the agency. 

ND now that we have sung the 
ses of “them as is lucky,” we 
can see nothing funny at all about our 
own situation except that we have 
joined the vast army of summer “peel- 
ers,” and from week-end to week-end 
our leisure moments are devoted to 
the abandon of tearing off skin from 
our arms and shoulders. 


OW true it is I do not know, but 
I have been told that Francis 
Bacon’s death took the last man who 
knew everything there was to be known, 
or that anyone else knew, concerning 
the universe. I admit that I have 
met several people who themselves be- 
lieved they occupied a similar position 
at the present time, but I fancy that 
after Bacon the age of the specialists 
in knowledge began. 
* BS bs 
NE may admit without shame that 
there are a few of the tribal dia- 
lects of Africa he has not mastered, or 
that he is not among the thirteen hu- 
mans who understand the Einstein the- 
ory. But it irks him to acknowledge 
that there is any point in his own spe- 
cialty with which he is not familiar. 
* * eS 


| poms modestly one day to 
some insurance men who were dis- 
cussing their favorite subject, I was 
humiliated and chagrined to have one 
of them ask me what was the annual 
volume of casualty and surety busi- 
ness written in Cuba. 
* * * 
DELAYED my answer as far as 
possible with such inane remarks 
as, “Do you mean by American or Brit- 
ish companies?” and “Speaking of the 
business in Cuba as a whole,” but I 
realized that my friends sensed that 
I knew absolutely nothing about the 
casualty and surety situation in Cuba. 
* ok * 
OUBTLESS a man should only 
use his failures as pedestals for 
his successes, and so I decided to go to 
Cuba and study the situation at first 
hand. 
* * * 
ND so I shall sail tomorrow, and 
if all goes well, arrive in Havana 
Monday or Tuesday. Of course, had 
I been asked about the situation in 
the Panama Canal Zone or even Porto 
Rico I would not have been forced to 
take a long journey in a boat, for 
only recently I read the Annual Re- 
port of Insurance Business transacted 
in the Canal Zone during the calen- 
dar year 1929. And I have before me 
a lengthy article regarding the estab- 
lishment of a club for insurance policy- 
holders in Porto Rico. 
* * * 
AGUA Y SOLARES sounds like 
an interesting place to visit in 
Cuba, but I suppose most of the cas- 
ualty and surety business can _ best 
be studied in Havana, and so I will 
spend my time right there. 


URS is the day and age of credit, 

a kind of credit, moreover, that is 
based on scraps of paper. Deals in- 
volving millions of dollars take place 
daily, guaranteed and made irrevocable 
by a few strokes of the pen. Underly- 
ing much of this credit is the fire in- 
surance policy, accepted unquestionably 
if it bears the stamp of a reputable 
company and the signature of a re- 
sponsible officer. On the floor of the 
New York Stock Exchange, even such 
assurance is waived. The spoken agree- 
ment, a mere significant nod of the 
head, binds the sale of thousands of 
dollars’ worth of securities. Bank clerks 
and gamblers are the only people who 
thumb greenbacks in large sums any 
more and gold trickles only through the 
fingers of the mint employees. 

* * * 
EVERTHELESS, the vulgar ap- 
peal of hard, glittering gold is 

not easily lost on human consciousness. 
In a belated reading of that splendid 
novel “Power” by Lion Feuchtwanger, 
a historical romance of eighteenth cen- 
tury Germany, I came across a striking 
method of offering surety. A great 
Jewish benefactor had been thrown in 
jail for political intrigue and his execu- 
tion was imminent. Throughout Europe 
the Jews, then, as now, the bankers of 
the world, contributed vast sums for 
his defense. These monies were offered 
as surety for his release from prison, 
although both parties to the transac- 
tion were aware that it was actually a 
purchase of freedom. The amount of 
the bribe was amazing enough in itself 
but when the Jewish protagonists were 
regretfully refused they signalled to 
their entourage of slaves, who, stag- 
gering into the judicial chambers under 
the weight of the heavy sacks they bore 
on their black backs, spilled out before 
the astonished, rapacious eyes of the 
Royal judges two and one-half tons of 


dazzling, yellow gold pieces. 
* * 


HIS incident was paralleled cen- 

turies later by Tex Rickard, the 
boxing promoter. Rickard had offered 
an unheard of purse, $40,000, to Joe 
Gans and Battling Nelson to fight for 
the lightweight championship at Gold- 
field, Nevada. People thought he was 
crazy but Rickard, an instinctive show- 
man, hired a store window some weeks 
before the fight and filled it with forty 
thousand dollars in hired gold. It 
caused such a sensation that the at- 
tendant publicity actually drew $40,000 
through the gate and Rickard was able 
to pay the fighters. 
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Terminations by Surrender 
and by Lapse 


N last week’s issue of THE 

SPECTATOR, a table was pre- 
sented showing the results of 
twenty-eight of the older and 
leading life insurance companies 
in the matter of terminations by 
surrender and lapse. The table 
covered a period of twenty years 
and also presented combined aver- 
ages for the four five-year periods 
as Well as the entire twenty years. 
This table showed that the results 
of the stock market crash and 
business depression which oc- 
curred in 1929, had the effect of 
raising in a considerable measure, 
this rate. 

In this week’s SPECTATOR the 
results are broken down into their 
component parts and two tables 
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are presented in SPECTATOR Sta- 
tistics, one giving the rate of ter- 
minations by surrender to mean 
policies in force and the other 
giving the rate of terminations by 
lapse for the twenty-eight com- 
panies over a twenty-year period. 
In both instances an increase in 
the termination rate is shown, the 
lapse increasing from 3.41 per 
cent in 1928 to 3.72 per cent in 
1929, while the surrender rate in- 
creases from 1.88 in 1928 to 1.99 
per cent in 1929. While it would 
seem that economic conditions ac- 
count almost wholly for these in- 
creases, life insurance agents and 
executives should be greatly in- 
terested in these termination fac- 
tors which represent waste. In 
the progress of life insurance, the 
two .most important objectives 
are production and conservation, 
and while production has been to 
a measure stimulated by the de- 
cline in stock prices with the con- 
sequent realization of the sound- 
ness of life insurance investment, 
there seems to-have been a lack 
of emphasis placed upon the ne- 
cessity of policyholders retaining 
the insurance which they have in 
force. What is desirable to have 
is essential to hold. 

In considering the tables, we 
find that the rate of termination 
by surrender was 1.99 per cent 
in 1929 as against 1.88 per cent 


5 





in 1928 and 1.83 per cent in 1927. 
For the twenty-year period, 1920 
reflects the best result or 1.19 per 
cent, while 1912 showed the worst 
at 2.25 per cent. In considering 
the quinquennial averages, it is 
noted that there is a decrease in 
this ratio during the first three 
periods, while the last quinquen- 
nial period from 1925 to 1929 in- 
dicates a trend for highér surren- 
ders with an average of 1.82 per 
cent, while the total ratio for the 
twenty-year period is 1.72 per 
cent. Unquestionably much of 
the increase in recent years can 
be charged to a tendency on the 
part of a number of agents to 
transfer insurance coverages. It 
is no doubt true that in many in- 
stances a change in coverage is 
beneficial to the policyholders, 
nevertheless it is a_ situation 
which must be closely watched to 
prevent evil. 

In the table of lapses we find 
that the rate in 1929 was 3.72 
per cent against 3.41 per cent in 
1928 and 3.49 per cent in 1927. 
In fact, 1929 was the highest year 
but two in the entire twenty 
years when 1921 suffered a rate 
of 4.23 per cent and 1922 3.85 
per cent. The lowest rate of the 
period is shown in 1917 or 2.65 
per cent. The last five-year period 
of 1925 to 1929 shows a rate of 
3.39 per cent, while the lapse rate 








Terminations Net ‘ 

——— , — Rate of Termi- 

By By By Revised Termina- nations 

Lapse Surrender Expiry Insurance tions by Death 
PE EE iss ot aa x oso sae 5.57 2.70 3.41 0.19 11.49 0.97 
Berkshire Life... «6.6000 2.83 2.25 0.16 0.25 4.99 1.18 
Connecticut General...... 5.32 2.92 0.70 0.26 8.68 0.72 
Connecticut Mutual....... 2.87 2.01 0.41 0.17 5.12 0.85 
Equitable, New York...... 3.44 2.01 1.43 0.20 6.68 0.82 
Equitable Life, Iowa...... 3.05 1.89 0.51 0.31 5.14 0.52 
Gaurdion Life iteenehhnwse 3.16 2.03 1.10 0.22 6.07 0.68 
Home Life, New York.... 2.21 2.06 1.24 0.12 5.39 0.96 
John Hancock Mutual..... 3.42 2.64 0.12 0.28 5.90 0.75 
Manhattan Life .........- 4, ard = ae <a wea 
Massachusetts Mutual..... 1.60 2.56 0.43 0.31 4.28 0.78 
Metropolitan Life......... 4.21 2.23 0.06 1.23 5.27 0.71 
Mutual Benefit........... 0.64 2.08 1.29 0.01 4.00 0.96 
Mutual Life, New York... 1.92 1.74 0.95 0.09 4.52 0.99 
National EAdTG . 5. cscceses 1.84 1.99 0.71 0.21 4.33 0.92 
New England Mutual..... 1.39 1.47 0.45 0.11 3.20 0.84 
Now York Life BIS Eee re 3.43 1.59 0.81 0.21 5.62 0.78 
Northwestern Mutual..... 1.18 1.31 0.91 0.13 3.27 0.92 
Pacific Mutual .........-- 2.64 2.48 1.34 0.29 6.17 0.72 
Penn Mutual......cccesre 2.12 1.92 0.98 0.05 4.97 0.99 
Phoenix Mutual.........- 2.37 2.32 0.85 0.06 5.48 0.92 
Provident Mutual........ 1.86 3.30 0.19 0.36 4.99 0.73 
PPUCeIE, | wesc cic oweeens's 5.94 1.27 3.07 1.24 9.04 0.75 
State Mutual.......----e- 1.48 1.55 0.63 0.02 3.64 0.86 
TPUGOIENE oo este cise Keele os 5.69 3.63 1.04 0.09 10.27 0.66 
Ini WGRNOIR  ciors ciety :a eae 2.16 2.46 0.83 0.25 5.20 0.89 
Union Mutual LEER 4.17 1.7 2.53 0.14 8.30 1.25 
United States Life........ 9.19 1.69 1.06 1.61 10.33 1.66 
Total <cxcdeewnceeve 3.72 1.99 1.10 0.60 6.21 0.79 

Editorial 
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for the entire twenty years was 
3.37 per cent. 

There is also given herewith 
a supplementary exhibit present- 
ing the rate of terminations by 
expiry which for 1929 was 1.10 
per cent, an increase from 0.91 
per cent in 1928; the rate by sur- 
render 1.99 per cent and by 
lapse 3.72 per cent. Offsetting 
these terminations is given the 
rate of revived insurance of 0.60 
per cent and permits a total net 
rate of terminations for the 
twenty-eight companies of 6.21 
per cent in 1929 as against 5.62 
per cent in 1928. In considering 
the termination by expiry, it 
must be remembered that this 
rate includes all strictly term 
policies. There is added also ter- 
mination rate by death which was 
0.79 per cent. The importance of 
the other termination rates is em- 
phasized when considered in com- 
parison with the death rate. 

Many factors have a bearing 
upon the results of the individ- 
ual company and attention is 
called to them in the following 
paragraphs: 

The table considers only the 
ordinary business of the compa- 
nies. The three companies which 
transact industrial as well as ordi- 
nary business include with their 
ordinary policies their intermedi- 
ate business. These policies, be- 
ing for smaller amounts, expe- 
rience a much higher lapse rate 
than regular ordinary policies; 
further, the number of policies in- 
volved being much greater has 
the effect of increasing the lapse 
ratio for the entire group of com- 
panies. 

Group insurance is excluded 
from the records of those compa- 
nies transacting this class of 
business. 

The normal lapse rate of life 
and endowments varying, com- 
panies specializing in either class 
have their rates affected thereby. 

Rapidly growing companies, be- 
cause terminations by lapse arise 
principally from policies less than 
three years in force, are likely to 
show a high lapse rate. 


Editorial 


Some companies, by granting 
extended insurance on surrender 
policies, classify results of writ- 
ing off of this insurance as termi- 
nations by expiry. 

Some companies consider poli- 
cies as terminated by surrender 
or lapse immediately upon the ex- 
piration of the grace period, and 
if these policies are renewed they 
are classified as revived. Other 
companies do not classify policies 
as terminated by surrender if 
they are revived before the end 
of the year. 


Companies which grant sur- 
render values at the end of the 
first year have a lower lapse rate 
than companies not granting such 
values till the end of the second 
and third years. 


President Arthur F. Hall of the Lin- 
coln National Life Insurance Company, 
announces the appointment of Joseph 
D. Frank as assistant general counsel 
of the company. Mr. Frank is a Texas 
attorney of wide experience and recog- 
nized ability, being a member of the 
firm of Leake, Henry, Wozencraft and 
Frank, Dallas, Tex. 


N ARCHITECTURAL LANDMARK OF DIGNITY AND 
BEAUTY, this building is primarily an ideal workshop. Its 
3,800 employees enjoy the maximum of good air, sunlight and quiet 
possible in the intense life of Manhattan, as well as 20th Century 
utilities and convenience that multiply human efficiency in the day’s 


work. 


NEW YORK LIFE INSURANCE COMPANY 
Madison Square, New York, N. Y. 
DARWIN P. KINGSLEY, President 
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Life Underwriters Endorse 
Cooperative Advertising 





Birmingham Agents, Pleased with 
Results Obtained, Plan 
Radio Campaign 


Members of the Montgomery Asso- 
ciation of Life Underwriters are 
pleased with results of a newspaper 
advertising campaign being carried on. 
This success has prompted the asso- 
ciation after a discussion to decide on a 
radio program to further carry out 
the association’s public relations 
policy. Several agents at the last meet- 
ing reported increased business as a 
result of the activity of the association. 

Harry Bandy, chairman of the com- 
mittee, handling the publicity, states 
that three ads are run weekly and will 
be continued over a period of eight 
weeks. At intervals the ads carry the 
names of agents and their companies. 

One of the ads, all of which are 
snappy, reads: 

“His wife said $10,000 is a lot of 
money. The husband wanted to in- 
crease his life insurance from $10,000 
to $20,000. His wife said “Don’t do it, 
$10,000 is a lot of money; so he put it 
off. But he died. She invested the 
$10,000 at 6 per cent, and received $600 
a year, $50 a month. Not such a ‘lot 
of money’ was it? What income would 
your insurance produce? Or how long 
would it last, if the principal had to be 
used? Judge your own needs and act 
accordingly.” 





C. C. Sherman Called to Home 
Office of The Mutual Life 


Second Vice-President and Manager 
of Agencies George K. Sargent an- 
nounces that C. C. Sherman, cashier of 
the company’s Boston Agency has 
been promoted to the position of gen- 
eral assistant in the agencies depart- 
ment at the home office. Mr. Sherman 
began his new duties on July 1. 

Mr. Sherman joined the company in 
September, 1915. 
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James A. McLain 


Vice-president in charge of Agencies, Mr. 

McLain is wielding the gavel at the 70th 

Anniversary Convention of the Guardian 

Life now being held at the Hotel New 
Yorker. 


Demand Unemployment 
Insurance 

FLINT, MIcH., July 12—Evidence of 
the growing demand for unemployment 
insurance by labor was provided here 
late last week when several hundred 
employees of the Fisher Body Com- 
pany, striking against alleged wage 
cuts through rate readjustments on 
piece work, included in their demands 
from the management that unemploy- 
ment insurance be furnished “to be 
paid for by the company and the State” 
and that the company provide “acci- 
dent insurance.” 





General Agency Appointment 

Pilot Life Insurance Company of 
Greensboro, N. C., announces new gen- 
eral agency appointments as follows: 
Henry A. Williams, Graceville, Fla.; 
R. E. Smith, Gate City, Va.; James B. 
Aiken, Spartanburg, S. C. 


Southeastern Life Leaders in 
Annual Meeting 





J.C. Long Becomes Agency Vice 
President for S. C., Assisting 
W. Caswell Ellis 


The annual meeting of the Leaders 
Club of the Southeastern Life Insur- 
ance Company, Greenville, S. C., was 
held at the home office on July 2 and 3. 

Lee H. Welch of Greenville won the 
presidency of the club by leading all 
producers in volume of new insurance. 
He also led in amount of premiums. 
E. R. Phillips, Jr., of Ozark, Ala. 
who, exclusive of Mr. Welch, led in 
premiums, won the first vice-presi- 
dency. He also led in number of poli- 
cies paid for. J. Oliver McCurry of 
Sumter, S. C., who, exclusive of the 
leaders, excelled in the number of poli- 
cies paid for, won the second vice- 
presidency. 

At the banquet on the evening of 
July 2, presided over by President C. 
O. Milford, announcement was made 
by W. Caswell Ellis, vice-president and 
agency manager, that he had asked to 
be relieved of the greater part of his 
agency management duties. He con- 
tinues as vice-president of the company. 
A silver service was presented to Mr. 
Ellis by the company and a loving cup 
by the Leaders Club. 

Announcement was also made that 
J. C. Long, general agent for the com- 
pany at Florence, S. C., had been elected 
agency vice-president for South Caro- 
lina. He continues as general agent 
at Florence, S. C., but will relieve Vice- 
president Ellis of agency management 
duties in South Carolina. 

A silver loving cup which is awarded 
each year to the agency having the best 
renewal record was presented to Walter 
F. Going, general agent at Columbia. 





R. Keffer, General Agent of the Aetna 
Life 5 Bee | Company at 100 William 
Street, New York City, has announced that 
the 100 William Street Agency paid for 
$2,613,500 during the —, ha a te 
The total business paid for b is Agen 
for the year 1930 to July 1, was 0. 251, 798. 
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OUR NEW HOME 











Policies for all ages 1 to 70. 

Children’s Policies with Benefici- 
ary Insurance. 

Both Participating and Non-Par- 
ticipating. 














Available Terri- Disability and Double Indemnity. 
tory in 17 States Surgical and Dismemberment 
West of the Mis- Benefits. 
sissippi and in II. Non-Medical. Standard and Non- 
linois and Florida Standard. 
Sales Planning—Circularization 
Department. 
Perseverance and Producer’s 
Clubs. 


Special Monthly Premium Plan. 


Grow with This Progressive Company 


Central States Life 
Insurance Co. 








HOME OFFICE—ST. LOUIS 
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BALTIMORE NEW YORK 


A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 


























To Assist Our Agents 


The developing of practi- 
cal ways and means of as- 
sisting in the location and 
_ placement of contracts is 
one of our first duties to 


our agents .. . and will be! 
& 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street, 
Philadelphia, Pa. 




















ROCKFORD LIFE 
INSURANCE COMPANY 


Home Office: 
ROCKFORD, ILLINOIS 


¥ 
~~ 


For Direct Contract 
Write to 


FRANCIS L. BROWN, 


President 


HOME OFFICE 
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Guardian Life’s Field 
Men Convention 





Five Hundred Leaders Now 
Holding Three Days’ 
Session in New York 





Banquet This Evening 





Roger B. Hull of N. A. L. U. 
Speaks on “Yesterday, Today 
and Tomorrow” 


A three-day fieldmen’s convention 
beginning yesterday at the New 
Yorker Hotel, New York City, by the 
Guardian Life Insurance Co., New 
York, celebrated the company’s seven- 
tieth anniversary. More than 500 of 
the Guardian’s leading representa- 
tives, and their wives and guests, were 
present from all parts of the United 
States. The convention was called to 
order yesterday morning by Saul 
Kornreich, New York, president of the 
1929-30 Leaders Club. President Carl 
Heye of the Guardian delivered the ad- 
dress of welcome and a review of the 
past year and the honor awards were 
made by Agency Vice-President James 
A. McLain. Roger B.. Hull, managing 
director and general counsel of The 














A TOWER OF STRENGTH 


INSURANCE IN FORCE 
TWO BILLION DOLLARS 


Agneta... . 0.54: $568,197,000 
Surplus......... 72,807,000 
Total Liabilities 495,390,000 


Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE-HALF PER CENT 


Total investments in United 
States securities approx- 
imately $300,000,000' 


Dividends to Policyholders increased 
for tenth successive year. 


SUN LIFE ASSURANCE > 


| COMPANY OF CANADA 
} 
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Midland Mutual Life Insurance 
Company of Columbus, Ohio 


In presenting the financial exhibit 
of the Midland Mutual Life Insurance 
Company of Columbus, Ohio, in The 
Life Insurance Policyholders Pocket 
Index for 1930, the funds apportioned 
or set aside were shown as $716,392. 
In justice to this company it should be 
stated that during 1929 policyholders’ 
dividends and contingency funds were 
substantially increased, and on Dec. 31, 
1929, the funds apportioned or set 
aside should have read $1,016,234, for 
an increase during the year of $92,069. 

This company made splendid strides 
during 1929, writing $17,067,107 of new 
insurance and had outstanding at the 
end of the year $107,679,844, for a gain 
of $7,275,843. The company’s admitted 
assets as of Dec. 31, 1929, amounted to 
$18,233,808, and after substantially in- 
creasing various reserves and paying 
dividends to policyholders and _ stock- 
holders, unassigned funds and capital 
increased $100,136 and stood at the 
end of the year at $1,013,564. 








National Association of Life Under- 
writers spoke on “Yesterday, Today 
and Tomorrow” and the meeting closed 
with an address by Dr. Charles B. 
Piper, Medical Director of the com- 


pany. 
(Concluded on page 41) 





Life Insurance In- 
creases for June 





Despite Bad Business Cry 
from Other Industries 
Insurance Gains 


Industrial Betters 1929 





Era of Hard Times Seems Defi- 
nitely Closed with Reports 
for First Half of 1930 


New York, July 14.—Purchases of 
new life insurance increased 4.1 per 
cent during June over the amount in 
June of 1929, according to a report 
forwarded today by the Association of 
Life Insurance Presidents to the 
United States Department of Com- 
merce for official use. This is in con- 
trast to a decrease during May of 4.7 
per cent in the amount of new life in- 
surance bought as compared with May 
a year ago. 

The report also shows that the cumu- 
lative total of new life insurance 
purchased during the first six months 
of 1930 was 1.8 per cent greater than 
the total for the first six months of 

(Concluded on page 41) 

















Group Life Insurance 











| Agents’ Opportunity 
to Expand Lines 


HE John Hancock Mutual Life Insurance Company 

offers complete Group Insurance service, including 
personal service of Home Office representatives to assist 
in closing business and interesting employees. 
pany does the following Group lines: 


Group Accident and Sickness 
| Group Accidental Death and Dismemberment 
| Salary Deduction 


The field is ready to be cultivated and we are ready to assist. 


Contracts are liberal, with low net cost. The cooperation 
offered by this company’s organization will prove of prac- 
tical value to any of your clients who are, or should be, 
interested in these several forms of Group Insurance. 


For further information address: INQUIRY BUREAU, 
197 Clarendon Street, Boston, Mass. 


LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Insurance in force 3 billion 300 million dollars; Assets $542,140,978; 
Reserves and all other liabilities, $502,453,577; Surplus 












This com- 


Wholesale 









$39,687,401. 





Life Insurance 





AMERICAN RE-INSURANCE CO. 


67 Wall Street, New York City 










$8,368,391.84 








Capital and Surplus.......... ris leas 4,089,955.81 
Voluntary Catastrophe Reserve ..... 50C,000.00 
RSE cots org on mid -8 0-0 aie 3,778,436.03 












RE-INSURANCE ONLY .-:- Casualty Lines 













Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal 


States 
FINANCIALLY STRONG -:- CONSERVATIVE -:- LIBERAL 
CONTRACTS 








Correspondence Invited 




















Mobley’s Folders 


FOR INSURANCE SELLING 





| Life Insurance the Cornerstone of Civilization 
The Man Who Lived Too Long! 
The “Twister” 
Two Homes 
| The House That Was Insured 100 Years 
Procrastination. 
| 





Every life insurance agent must create HIS public— 
must first secure the attention of the prospect. 
MOBLEY’S FOLDERS furnish an excellent way to 
do this. 


_ Each folder is a concise and striking appeal to every 
insurable man or woman. 


LIFE INSURANCE THE CORNERSTONE OF 
CIVILIZATION makes its appeal by a series of car- 
toons. The other folders bring briefly to the reader’s 
attention, through illustrations, the benefits of life in- 
surance and the sword of Damocles that hangs over 
his head if he is not insured. 

Sent to men and women with the agent’s card or 
accompanied by a letter they will produce results. 
Their attractiveness will demand attention. Their sub- 
ject matter is so well expressed and so graphically pre 
sented that it cannot be ignored. 

_ The price of LIFE INSURANCE THE CORNER- 
STONE OF CIVILIZATION is $55 per thousand. For 
each of the other folders it is $30 per thousand. 


Write for pl pies, 10 ts each. 
Wiberst discount for quantity orders. 


THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 
243 West 39th Street 
New York, N. Y. 
Boston 





Chicage New Orleans 


The Rewards of 





Consistency 


F A BUSINESS MAN takes care of his business, 
the business takes care of him. Life insurance 
field work is a business, and subject to the prin- 

ciples of general business. Those who achieve in 
this work are those who give it their undivided and 
full thought and effort. Isn’t this merely natural 
and logical? 


Life insurance field work under satisfying condi- 
tions is a career giving opportunity for achievement 











and profit according to ability and undivided effort. 
THE MUTUAL LIFE INSURANCE COMPANY OF NEW 
YorK affords such conditions to its field workers. 
Life insurance in all standard forms, annuities, dis- 
ability and double indemnity benefits, prompt and 
equitable dealings, and facilities for serving policy- 
holders in practical ways combine to make its agency 
force successful. 


Earnest-minded men and women of character and 
ability contemplating a career in full-time field work 
are invited to apply to 


The Mutual Life Insurance Company 
of New York 
New York, N. Y. 


GEORGE K. SARGENT 
2nd i" paceaaal 


an 
Manager of Agencies 


34 Nassau Street 


DAVID F. HOUSTON 
President 










Considering a Change? 
Do Something About It 


Learn what there is about the Uni- 
versal policy that is drawing new 
and experienced men to the Na- 
tional Life Company at such an un- 
precedented rate. 









We believe the Universal is the most 
attractive policy now being sold. 
The experience of our representa- 
tives, new and old, supports this 


belief. 







May we tell you about the Uni- 
versal policy and the attractive prop- 
osition we have for representatives? 










NATIONAL LIFE COMPANY 
118 Eleventh Street Des Moines, Iowa 
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Texas Gubernatorial Candi- 
date Has Insurance Issue 





Outlines Life Insurance Legisla- 
tion to Be Urged If and 
When Elected 


AUSTIN, TEX., July 14—Thomas B. 
Love, prominent candidate for the Dem- 
ocratic nomination in the July 25 pri- 
maries for governor of Texas, has in- 
jected an insurance issue into the cam- 
paign. In a recent speech at Terrell, 
he said: 

“IT note in recent Texas papers a 
press dispatch announcing that the for- 
mation of a $250,000,000 holding cor- 
poration is under consideration for the 
purpose of taking over the control of 
life insurance companies. 

“When I am governor I shall urge 
the enactment of such legislation and 
the adoption of such measures as will 
conclusively prohibit Texas life insur- 
ance companies from being owned and 
controlled by foreign speculative syn- 
dicates and bond houses and becoming 
convenient dumping facilities for the 
stocks and bonds owned and speculated 
in by their stockholders.” 


Laws Promote Safety 


He said, “Texas life insurance com- 
panies have been developed under laws 
especially designed to promote the 
safety of the insurance carried by Texas 
citizens and to promote the supply of 
Texas capital for Texas investments. 
They must remain Texas companies, 
free and independent under Texas 
laws and must not be permitted to be- 
come links in any chain of insurance 
companies. The time has come when 
we must decide whether Texas life in- 
surance companies can be kept ,under 
the control of Texas government and 
laws.” 

Mr. Love is a hold-over member of 
the Texas senate from Dallas, and this 
is taken as an indication that whether 
he is elected governor or remains in 
the senate he will introduced and push 
laws in line with these utterances. 











by the Manhattan. 


months of 1929. 


Policy. 








Nineteen Thirty has seen many strides made 


Its paid for business shows an increase for 
each month of 1930 over the corresponding 





Progress During 1930 








It has just issued an exceptional Low Cost 


Its 1930 Rate Book and Manual is up-to-the- 


minute in its completeness. 


Its gain in insurance in force is the best ever. 


It Pays to Be a Manhattan Man 


The Manhattan Life Insurance Co. 
654 Madison Avenue at 60th Street 
NEW YORK, N..Y. 


Organized 1850 
THOMAS E. LOVEJOY, President 








Bruce Whitney Is Dead 


George K. Sargent, second vice-presi- 
dent and manager of agencies of the 
Mutual Life Insurance Company of 
New York announces that Bruce Whit- 
ney of Milwaukee passed away July 8, 
after suffering ill health for the last 
few months. Mr. Whitney joined the 
Mutual Life in its Detroit Agency in 
February, 1886. In June, 1900, he 
served as the company’s manager in 
Peoria, and in February, 1901, was 
transferred to the agencies department 
in the home office. In December, 1902, 
he was appointed manager in Milwau- 
kee, and served as such until Jan. 1, 
1926, when he retired under the com- 
pany’s retirement plan on account of 
age. 


Phoenix Coast Appointment 

The Phoenix Assurance has ap- 
pointed M. Thompson Company of San 
Francisco, general agents for the ma- 
rine department. The appointment was 
made by George Ismon, manager for 
the department on the Coast. M. 
Thompson, pioneer insurance broker- 
age concern, will have charge of the 
States of Oregon, California and Wash- 
ington. 





Reinsures Sedalia Life 
The American Savings Life, Kansas 
City, Mo., has reinsured the business of 
the Sedalia Life Insurance Company of 
Sedalia, Mo., which recently closed its 
doors. The transaction was as of 
July 1. 





20 YFARS FROM NOW ~~ 


Chink ahead for yourself - - 







as well as for your policyholders. 


LINK IWIP WITH HE 
FASTEST (GIRDWING 
(ipa DY AG\NL ay AW Bl Mt NI BVA 


TAKE ADVANTAGE 
OF ITS AGEN CY 


WIN \WiITiH 
THIE 
LINCDILN 


DIPENINGS LIVIFIE 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY |! 
OF FORT WAYNE,INDIANA. 
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Insurance Federation of 


N. C. Plans for Meeting 





All Branches of.Business to Co- 
operate in Two-Day Rally 
in September 


The Insurance Federation of North 
Carolina, in cooperation with other in- 
surance organizations, is preparing 
plans for North Carolina’s first “In- 
surance Day,” to be held at Greensboro 
Sept. 24 and 25. It is anticipated that 
this will be one of the most widely at- 
tended insurance meetings ever held 
in North. Carolina, and elaborate ar- 
rangements are being made to make 
the event a success. 

At an initial meeting of the Federa- 
tion Committee, President W. B. Mor- 
rison appointed Bart Leiper, advertis- 
ing manager of the Pilot Life; Alvin 
T. Haley of the North Carolina Gen- 
eral Agency of the Massachusetts 
Mutual, and Price R. Cross, director 
of agencies of the Occidental, as a 
committee to prepare and design the 
initial publicity. Mr. Leiper is chair- 
man of the committee. 

W. H. Andrews, manager of the 
home office agency of the Jefferson 
Standard at Greensboro, has been ap- 
pointed as chairman of the Life Insur- 
ance Committee, and will be in charge 
of that phase of the program. A state- 
wide “Sales Congress” is being con- 
sidered in connection with the Insur- 
ance Day program and details of this 
are being eagerly awaited and will be 
announced soon. Mr. Andrews is pres- 
ident of the Greensboro Association of 
Life Underwriters, and is unusually 
well qualified to undertake this impor- 
tant work. 


The paid-for business of the Ives & 
Myrick office of the Mutual Life Insurance 
Company for the month of June, 1930, was 
$3,226,889, as compared with $3,887,667 for 
1929. The total for the year amounted to 

25,.287,561.88, as compared with $26,803,591 
in 1929. 











Stephen M. Babbit 
President 


HUTCHINSON 
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limited production. 


Address 








Insurance Sales Shatter All 
Records 

For the second time this year, sales 
of new life insurance by the Phoenix 
Mutual Life Insurance Company, Hart- 
ford, have broken all records in the 
company’s history of more than 75 
years. March, 1930, with a gain of 
62 per cent over March, 1929, was the 
previous high mark. June, with a gain 
of 100 per cent, has now taken its 
place. The June total of $12,563,000 is 
almost exactly double that of last June, 
is nearly $1,500,000 ahead of the best 
previous month, and brings the total 
for the year to date $12,000,000 ahead 
of the first six months of 1929, a clear 
gain of 25 per cent. Remarkable, too, 
in the face of supposedly poor business 
conditions is the fact that fully 66 per 
cent of the business was received with 
cash payments accompanying the ap- 
plications to put the insurance in force 
immediately. 


Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


Contract as good as the best, with exclusive rights. 
Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 


Lamar Life Issues New Policy 


Announcement of the “Special Home 
Guardian Policy,” a revived and revised 
policy of the Lamar Life Insurance 
Company of Jackson, Miss., has just 
been made by C. W. Welty, first vice- 
president and general manager. Rates 
and a broadside explaining the policy 
to the agents have been mailed out. 

This policy is designed, as its name 
implies, for the protection of the home, 
and especially for the married man who 
has children under the ago of 18, reads 
the announcement. It provides the 12 
per cent income, allows optional settle- 
ments, and includes excess interest div- 
idends where the installment settlement 
is chosen. It is a _ preferred risk 
policy and will be written in amounts 
not less than $5,000. Men and widows 
can be written. The age limit is: 
men, 20 to 60 years; widows with chil- 
dren, 20 to 50 years. Income disability, 
double indemnity and dismemberment 
benefits can be included in the policy. 











50 UNION SQUARE 





1860- 


On July 16, 1860, The Guardian Life commenced business. 


In its seventy years of service, the Company has won and held 
an ever-increasing number of friends among both the buyers and 
the sellers of life insurance... 


We appreciate these friendships, and from them derive added 


enthusiasm for and confidence in a still greater Guardian. 


1860—Seventy Years of Service—1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


1930 


* NEW YORK CITY 
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Financial Independence Shares 


NOVEL plan of estate accumula- 

tion and appreciation combined 
with life insurance protection is being 
offered to the public by Financial In- 
dependence Founders, Inc., New York. 
This corporation issues Financial Inde- 
pendence Share Certificates which rep- 
resent ownership of an interest in se- 
lected securities of proved value in de- 
nominations of $1,200 and multiples of 
that figure up to $9,600. The life in- 
surance protection extends to the maxi- 
mum denomination. 

The investor may purchase shares by 
making small regular payments over a 
period of years, participating in the 
earnings of the securities while paying 
for them. Ten years is the maximum 
period of time over which the payments 
can be distributed. 

Immediately upon issuance of the 
Financial Independence Share Certifi- 
cate the investor’s life will be insured 
(without medical examination except 
in special cases) for the unpaid balance 
of the certificate. During the first 
month the investor’s life will be insured 
for the difference between the amount 
of the first payment and the full value 
of the certificate purchased. As pay- 
ments are made the amount of the pro- 
tection is reduced in corresponding 
value. The cost of premiums are in- 
cluded in the fixed charges of the com- 
pany, an amount equivalent to an aver- 
age of less than one and two thirds per 
cent per annum of the face value of 
the certificate. The cost of the insur- 
ance, contracted for with reputable life 
insurance companies, is but a fraction 
of the cost of ordinary life insurance 
as it is effected through a special group 
policy. 

A surety bond issued by The Nation- 
al Surety Company is provided for the 
protection of the investor’s net fund 
between its receipt by the company and 
the deposit of the Corporate Trust 
Shares with the Empire Trust Com- 
pany, of New York, the depositary of 
Financial Independence Founders, Inc. 


Acacia’s Business Touches New 
Peak 


Another milestone in the develop- 
ment of Acacia Mutual Life Associa- 
tion was passed in June when the total 
of insurance in force went above the 
$350,000,000 mark, Acacia’s business in 
force on June 30 aggregating approxi- 
mately $352,000,000. Total business 
issued by Acacia for the past six 
months was approximately $35,500,000, 
which is in excess of the period in 
1929, 

Assets of Acacia now are at the 
highest point in its history. Standing 
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at $33,865,579 Jan. 1, its assets have in- 
creased during the first six months of 
1930 to a total of $36,500,000, a gain of 
about $2,600,000. The total volume of 
business written during June was $6,- 
302,102. 


John Hancock Writes Group on 
Chain Stores 


Several chain store group contracts 
have recently been placed through the 
Harry Gardiner agency of the John 
Hancock Mutual Life Insurance Com- 
pany by Elmer G. Leterman of Steb- 
bins, Leterman & Gates, Inc. 

These cases cover all the employees 
of nine chain store organizations as 
follows: The Charles Stores, the H. 
H. Butler Stores, the Randall Stores, 
Trivers Fields $22.50, Askin & Marine 
Co. Stores, the Bond Stores, Inc., the 
Rossman Store and the Golde Clothes 
Shops, Inc. 

This adds to the already large lines 
of group on chain store organizations, 
written by the John Hancock, viz., 
Economy Grocery Stores Corporation, 
Oppenheim Collins & Company, First 
National Stores, Inc., Tuerks Mercan- 
tile Company, Sterling Shoes Corpora- 
tion, J. C. Brownstone & Company and 
others. 





AS WE SERVE 
WE PROGRESS 


Insurance in Force 
1923 One Billion 
1927 One Billion and a Half 
1930 Two Billions 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 


Organized 1851 

















John McMaster Dies at 94 


John McMaster, one of the founders 
of the Provident Life & Accident and 
until his retirement some years ago a 
member of the Philadelphia office of 
the London, Liverpool & Globe, died 
at his home in Philadelphia last, week. 
He was 94 years old. 




















Full Coverage 
Non-Cancellable 
Male and Female Risks 
Starts First Day 

Life Time Coverage 


Old Line Company : 

Prompt Claim comes soaring many speak lightly 
Payments of their responsibilities. When 

Generous Contract money is plentiful, incomes are 


Large Commissions 
Liberal Renewals 
Substantial Company 
Pays on Any Disease 
Pays on Any Accident 
Pays Special 
Indemnities 





OUR TERRITORY 


Michigan Missouri 
diana Pennsylvania 
Illinois California 
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Conservation Stimulates 


More men and women are think- 
ing seriously of the future than 
ever before. 


When times are booming and in- 


large and the need of frugality and 
protection seems far away. 


Now Is the Time to Sell 


Our’ representatives get an audi- 
ence easier, the prospect listens more 
readily and the man, or woman, 
with a good income wants to make 
sure it will continue. 


We Want Men to Sell Our 
Gold Seal Income Guaranty 


Policies. 


Protection 


Income Guaranty 


Write us for Full 
Information. 








Income Gu uaranty Company 


“Incomes Guaranteed” : 
Authorized Capital $1,000,000.00 ¢ Legal Reserve Stock Compan 





Income Building 


{ Established 1917 }+——-_ South Bend, Ind. 
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Collins’ wife 
*Twas rich! 





iene — 


Ha-har-Har, ’ja hear what Jim 


handed him? 


Got him a top- 
notch contract with a mighty 
good Company, too, an’ Jim’s 
a-settin’ Jake now— 

Sold himself a fine policy right off 

th’ reel, goin’ like a Forest Fire an’ Cleanin’ Up as he 

goes. Jim’s wife sez, sez-she: “Oh, yes, I know you’ve 


Peddled a few Policies, but when That OSLICO MAN 


put it up to t’ya to Do it Right, you just sat there an’ 
p y 


Spoofed about your Handicap (you Old Bluffer) an’ 


Unravelled a Million Dollars worth o’ Reasons why 


you should get your Spine Up, Sign up, Prosper an’ 


Protect your Line-u 


_— 

“TEN THOUSAND DOLLARS FOR YA, DEAD OR 
ALIVE, BILL,” sez-she, “that’s my War Whoop till 
ya Buck Up and’ Hit th’ Line—I’ve got John M. 
Sarver’s number, an’ yours, too, an’ you’re gonna write 
him tonight—what are ya, a Blood-an’-Bone Man or 


a Wooden Indian?”— 


Well, Jim wrote, told it all in his first letter—age, experi- 
ence, reference, responsibility, locality preferred, what 


he could do—an’ there you are!— 


Bill, me an’ you both got good Women an’ Dandy Kids, 
an’ first thing we know, we'll be gettin’ Ours, too, only 
let’s get it like Jim—from th’ Ohio State Life instead 


o’ the Missus— 


Participating and Non-Participating—Standard, Sub- 
standard and Superstandard—Life Disability and Ac- 
cident Riders—Educational Endowment, Life Expect- 
ancy, Business and Juvenile—Insured Savings—Health 
and Accident—a form of Coverage for practically 


every Condition and Class— 


Address John M. Sarver, President 


The Ohio State Life Insurance Company 


Columbus, Ohio 
LIFE HEALTH 


ACCIDENT 























AMERICAN 
CENTRAL 


LIFE 


Insurance Company 


INDIANAPOLIS 


Old Line Legal Reserve 





Established 1899 





HERBERT M. WOOLLEN 


PRESIDENT 










Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M.D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition 
has been recognized as the standard publication of its kind 
for twenty years, and is the only book giving in condensed 
and convenient form just the information required by 
adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features 
of this excellent work are retained. Other new sections 
added relate to 

DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases on 


PROGNOSIS and TOTAL DISABILITY IRRESPEC- 
TIVE OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into 
three sections, as follows: 





SECTION I—ACCIDENTS PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 
PROMINENT SIGNS AND TOTAL DISABILITY AND 

SYMPTOMS HOUSE CONFINEMENT 
TOTAL DISABILITY TOTAL DISABILITY BUT 
PARTIAL DISABILITY NON-HOUSE CONFINEMENT 
ere TOPECTIVE OF HOUSE Con. 
po eat FINEMENT 

PARTIAL DISABILITY 

SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 

SECTION Ill 


This section takes up the different mineral and vegetable 
poisons that are taken intentionally or by mistake, giving a 
brief description of each drug, and considering the prominent 
signs and symptoms following the swallowing of different 
poisons, the length of time house confinement exists, the dura- 
tion of total disability and partial disability, with advice on 
adjustment, and effects on the insurability of the individual 
after recovery is complete. 


The Adjuster’s Manual is invaluable to those settling 
Accident and Health Claims. 


Price, In Flexible Binding, $6.00 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


Publishers 243 W. 39th Street 
NEW YORK 


INSURANCE EXCHANGE 
CHICAGO 
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Selling Life Insurance 


<e><ep 


History of a Four Year Old Company Proves 
Conclusively That the American Public 


ATE in 1925 two accountants be- 
kL came convinced that life, and ac- 
cident and health insurance, could 
be done up in an attractive combina- 
tion package and sold faster than most 
general agents or brokers had ever be- 
lieved possible. They incorporated a 
company for that purpose, and in Jan- 
uary, 1926, began operations. 

From April 1, 1926, to April 1, 1929, 
they wrote over forty million. The 
success of their plan was attended by 
a rapidity of growth only partially in- 
dicated by the following statement: 


Face Value Gross 

of Insurance Premium 

Year Written Received 
pS ee $5,873,400 $176,820 
| re 8,221,800 249,164 
pl eee 9,595,100 336,556 
VT ae 14,658,200 525,140 


And that is not all. Since salesmen 
are entitled to renewals only as long 
as they remain with the organization, 
it is estimated that after allowing ap- 
proximately 40 per cent for cancella- 
tions, lapses, deaths, etc., the renewal 
commissions to the organization on the 
insurance already written will total 
over $900,000. And still that is not 
all. So great are the prospects for 
the future that they have now organ- 
ized their own life insurance company 
under the laws of the State of New 
York. 

When it is realized that the organi- 
zation has grown from a borrowed capi- 
tal of $10,000 four years ago to a pres- 
ent paid-in capital, surplus and profits 
of over $1,500,000, it is not surprising 
that similar organizations are now 
springing up almost daily. And yet the 
possibilities have only been “scratched.” 
There can be no doubt that before 
the year is over similar plans will be 
in operation everywhere. 

In the succeeding articles I will re- 
veal some of the “inside secrets” of 
the organization and operation of these 
plans and their variations which have 
been set up by organizations function- 
ing with outstanding success, and which 
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Is Ready to Buy 


By Oscar BERMAN 


may be easily set up in any city by 
a general agent, broker, bank, trust 
company, building and loan association, 
mortgage company, or any other insti- 
tution, or by any man with sufficient 
executive ability to organize a company 
to engage in this business. 

From the experience of several of 
these organizations during the past 
four years, it is clear that certain fun- 
damental principles must be strictly 
adhered to if successful operation is to 
be assured, while certain incidental 
methods can be greatly improved upon 
by new organizations at their inception, 
although it would be impractical to 
make such changes in organizations 
that have already functioned for a few 
years on a different basis. 

For the benefit of those who may 
be entirely unfamiliar with so-called 
“thrift” plans, it should be said that 
the life policy is standard. The acci- 
dent and health policy differs primarily 
in one respect, that is, that indemnity 
is not limited to 52 nor 104 weeks, but 
is unlimited. This is a special policy 
devised for use in “thrift” plans. It 
can be secured from several companies, 
although the bulk of the business has 
been placed with one of the earliest in 
the field. From the standpoint of “sell- 
ing” the plan, this policy is of greater 
moment than the life policy. 

Let it be noted here that while, for 
the purposes of this and succeeding ar- 
ticles I use the words “policy,” “insur- 
ance,” “premium,” etc., these words 
are not used in the canvass. I will 
have more to say in a later article 
about the importance of instructing the 
salesmen in avoiding the use of these 
words, but I want to stress here the 
fact that men who have had no expe- 
rience in selling insurance make bet- 
ter salesmen, as a rule, than those who 
have been trained in the old way. In 
fact, with nothing more than six or 
eight hours of instruction “thrift” men 
often go out and sell rings around 


thoroughly trained insurance men. 

This is a matter of vital importance 
because a force of “green” men can 
be secured in any city and can be con- 
stantly added, to with the result that 
a “thrift” plan can be put into opera- 
tion and millions of insurance written 
the first year. Surprising as it may 
seem, properly instructed “thrift” men 
usually start “hitting” the first week 
in the field, and many write as much 
money the second week as in any week 
thereafter. How these men are se- 
cured and what comprises their instruc- 
tion will also be covered in a later ar- 
ticle. At this time I want to direct 
attention to what is by far the most 
important element in any “thrift” plan 
set-up, that is the trust agreement. 

The trust agreement is the sine qua 
non of any “thrift” plan operated in 
connection with a bank or trust com- 
pany. Its equivalent in the form of an 
assignment is of equal importance in 
any “thrift” plan operated in connec- 
tion with a building and loan associa- 
tion or other institution not legally au- 
thorized to act as trustee. In the trust 
agreement or assignment the specific 
words “policy,” “insuranee,” “pre- 
mium,” ete., should be used, and the 
entire agreement entered into should 
be fully and unequivocally set forth 
in simple yet precise legal phraseology 
which must clearly and definitely pre- 
serve and protect the right of all par- 
ties, but just as punctiliously avoid the 
verbosity which a lawyer unfamiliar 
with the practical operation of the plan 
might use from precautionary motives, 
and which would partially or complete- 
ly nullify the attractiveness of the 
whole plan from the standpoint of its 
salability, and thereby make success- 
ful operation difficult. 

Since the trust agreement is the fun- 
damental basis of the entire plan, I will 
devote the next article in this series to 
a discussion of the terms and condi- 
tions essential to successful operation. 
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Sales 
Letters 


F you have a 
letter writing 
problem, The 
Spectator offers 
you the services of 
a trained insurance 
sales letter writer. 
Send in your problem 
today. 


of broadening the field of solicita- 
tion to include minors. And there 
is nothing radically new in using lists 
of graduating students as a source of 
new business. But the common angle 
of appeal is to approach the parents on 
the desirability of life insurance on the 
bread earner of the family so that in 
the event of his death funds will be 
available to enable the youngster to 
have the advantages of a college edu 
cation. 
Our letter this week uses a less ob- 
vious angle. Every normal father, 


[ot bro is nothing new in the idea 


Life Educational 


about to see his boy pass into another 
epoch of life has certain omissions 
with which he reproaches himself, and 
certain apprehensions as to the boy’s 


imminent young manhood. As you 
read the letter, particularly if you are 
a father, you will realize that his 
thoughts, like still waters, run deep. 

A tactful, sincere approach to the 
father of a college entrant, offering the 
older man an opportunity to do his 
son a practical service—one that may 
have a lasting bearing on the boy’s 
future success—will not go unheeded. 
Use a variation. of this letter, fitting 























your case and the father’s, to make 
him think more about the boy’s future, 
before you see him. 

The approach is so eminently human 
and shows such an understanding of a 
man’s inmost thoughts that if it is made 
with an entire absence of aggression 
the father’s confidence will be gained 
and the chance of a signed application 
be good. 

It should not be difficult to secure a 
list of well-to-do prospects and to mail 
two letters a day, making one morning 
and one afternoon appointment to dis- 
cuss the proposition. 
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Won Success Though Handicapped 
by Blindness 


The Dramatic Story of John C. Marsh, Who Carried 
on for Over Seven Sightless Y ears— 
Regains Eyesight 


of John C. Marsh, the man who 

made good in life insurance 
though handicapped by blindness, and 
who has just recently regained his eye- 
sight, is told in the following account, 
which was first printed in the Wash- 
ington Post and later reprinted in 
Atlantic Currents, a publication issued 
by Atlantic Life Insurance Company: 

A man who has been living with his 
wife for five years saw her for the first 
time last Thursday; saw for the first 
time the attractive home that he bought 
for her, and the friends that he has. 
known for years only by the sound of 
their voices. 

John C. Marsh, 35, of 9412 Brook- 
ville pike, doesn’t believe in miracles, 
but he is convinced that the Lord helps 
those who help themselves. When he 
became totally blind in 1923 from cen- 
tral bilateral cataracts on both eyes, he 
decided that he would “go on his own,” 
with the help of the Lord. 

Forced from a postoffice position by 
his failing sight, he took up the insur- 
ance business with the Atlantic Life 
Insurance Co. He memorized his com- 
pany’s contracts by having a stenog- 
rapher read them to him, and, scorning 
guidance, went out into days and nights 
that looked the same. For five years 
he worked from 10 to 12 hours daily, 
making more money than he made 
when he could see. And the contracts 
that he sold were sold on their worth 
and the seller’s ability. Pity played no 
part in the transactions, for Mr. Marsh 
never discussed his affliction, and most 
of his clients never knew that the light 
had failed for their genial caller. 

Despite objections by his wife and 
his firm, Mr. Marsh insisted on thread- 
ing Washington’s traffic alone. His 
ears developed a remarkable keenness, 
and he was soon able to tell whether a 
speeding taxi was bearing down on him 
or running parallel to his crossing. 
How? He just listened to the hum of 
the tire treads. Little things like that 
speak volumes to a blind man, he says. 


Te dramatic and inspiring story 


Spilled Policeman Apologizes 


Sometimes he would follow a pedes- 
trian, sticking close to him by listening 
to his footsteps. Once he stuck too 
close, and the man thought he was a 
pickpocket. On another occasion he 
walked squarely into a bicycle police- 
man, knocking that worthy to the 
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street and eliciting a flood of abuse, 
which turned to shamefaced apologies 
when the officer learned the truth. 

Year in and year out Mr. Marsh 
kept plugging, hoping and despairing 
by turn, but never complaining. With 
the proceeds of his growing business he 
bought an attractive two-story brick 
bungalow for his wife, with roses in 
front and grape arbors behind. 

“I knew it was a pretty home,” he 
said, “because my wife said so. Her 
decision was good enough for me.” 

He would ride into Washington and 
back each day with a neighbor. He 
counted the steps from his neighbor’s 
driveway to his home, and was able to 
walk boldly in the doorway without as- 
sistance. When he returned from the 
hospital Thursday, however, in full pos- 
session of his sight he could not find 
his home, for he forgot to count. 

He entered Mount Alto Hospital ten 
months ago, after he had saved enough 
to take a “vacation.” Treatments 
yielded slight relief, but several days 
ago Dr. Louis S. Greene’s knife accom- 
plished the miraculous, and today Mr. 
Marsh’s sight is perfect with glasses. 


Played Violin Over Radio 


His appreciation for Dr. Greene’s 
service is rivaled only by that for his 
wife, the former Miss Blanche E. Spur- 
rier, a Mt. Airy, Md., school teacher, 
whom he married in 1925. 


Mr. and Mrs. John C. Marsh 
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“Without her I could never have 
made the grade,” he said. “I know that 
she got a tough break when she mar- 
ried a blind man, and I was determined 
to show her that this blind man could 
provide for her and make her happy, 
even if he couldn’t see her smiles.” 

“My violin also served to cheer me. 
I learned new pieces by playing phono- 
graph records, and I got a lot of 
pleasure out of playing for charity 
events.' Several times I broadcast over 
the radio.” 

Yesterday neighbors and friends that 
Mr. Marsh has known for years came 
in a steady stream to congratulate the 
happy couple. Much merriment re- 
sulted from the scene, for the callers 
would stand silently before him, and 
he could not tell who they were until 
they spoke. 

“It’s like being born again,” Mr. 
Marsh said. “I get'a big kick out of 
looking at the ‘grain in wood, water 
glasses, dishes, people’s faces. I hate 
to go to bed. I want to look all day and 
night—at anything. Lord, if people in 
possession of sight could only come to 
realize what sight means they would 
quit kicking: about lack of money and 
such trifles: They would become more 
tolerant, more patient and better Chris- 
tians.” 

As he spoke he would wander about 
the room, gazing ecstatically at every 
object. “Look at that tree,” he would 
say, “and that rose. I would rather 
look at such things than have every 
dollar in the world.” 


First Newspaper in Years 


He and his wife sat like two newly- - 
weds during the reception, and his gaze - 
would linger admiringly upon her fea- 

(Concluded on page 41) 
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It is a curious matter that, notwith- 
standing that the main efforts of the 
medical profession are devoted to the 
prevention of death, yet nowhere is 
there to be found any description of 
the manner in which death is brought 
about except in terms so vague as to 
throw little light upon the subject. 
Death takes place when the ventricles 
cease to throw out blood. While they 
can perform their function the tissues 
of the body are supplied with nourish- 
ment and they live, but when deprived 
of blood they speedily cease to func- 
tion. Whatever may have led up to the 
heart’s failure to function, this is the 
ultimate factor. 

As thus conceived all deaths in their 
last analysis are due to heart failure, 
for it is not until the heart fails that 
death actually ensues. But since 
medical practice is concerned primarily 
with the bodily conditions that led to 
the cessation of the heart’s function, 
it is of the utmost importance that the 
latter conditions are more generally 
designated as primary causes of death. 
As a result, the classification of heart 
diseases for statistical purposes is an 
exceedingly difficult one to meet all the 
various requirements expected. An ad- 
mirable discussion on “The Prevention 
of Heart Disease” by Dr. Frederick A. 
Willius of Rochester, Minn., in a pa- 
per contributed to Minnesota Medicine, 
June, 1929, gives the classification of 
heart diseases as adopted by the 
American Heart Association, differen- 
tiating classification for etiological pur- 
poses, for anatomical purposes, for 
physiological purposes, on account of 
functional capacity, etc. The ana- 
tomical classification, which underlies 
the general system of death classifica- 
tion as adopted by the Heart Disease 
Association gives thirty-two subtitles 
against the four at present in use in 
general statistical practice. Omitting 
subtitles, I give these thirty-two classi- 
fications below. 


Anatomic Classification of Heart 
Disease 


Undiagnosed 
Atrophy of heart 
Enlargement of heart 
Hypertrophy of heart 
Dilatation of heart 
Ventricular preponderance 
Auricular hypertrophy 
Cardiac thrombosis 
Cardiac infarction 
Rupture of heart 
Myocarditis—acute 
Myocarditis—chronic 
Fatty infiltration 
Fatty degeneration 
Endocarditis 
Cardiac valvular disease 
Congenital abnormality 
Pericarditis, acute 
Hydropericardium - 
Hemopericardium 
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Mortality From Heart Diseases 
(Continued from page 3) 


Pneumopericardium 
Adherent pericardium 
Aortitis 

Heart tumors 
Aneurysm 

Embolism 

Thrombosis 
Arteriosclerosis 
Arteritis 

Periarteritis 

No circulatory disease 
No cardiac disease 


Aneurysm as_ here included is 
specifically dealt with under the pre- 
vailing method of statistical practice, 
but not considered as a heart affection 
in the accepted sense of the term. It 
is a minor cause of death for in 1927 
there were 2208 deaths from this 
disease. The same applies to embolism 
and thrombosis which are diseases of 
the arteries, unless cerebral, and which 
in 1927 caused 3620 deaths. It is 
obvious that the complicating diseases 
in heart affections cannot be properly 
ignored in a scientific discussion of 
the incidence of heart affections as a 
cause of death. In 1925, for example, 
while there were 191,226 deaths from 
heart disease, these were complicated 
in 102,118 instances by contributory 
diseases covering practically the entire 
range of human mortality. Of out- 
standing importance among these a 
few may be mentioned. Acute 
rheumatism was a contributory cause 
in 1503 deaths and chronic rheumatism 
in 2321 deaths. The relation of 
rheumatic affections to diseases of the 
heart is now clearly recognized and 
made the basis of much of the best 
preventive work that is being done, 
particularly in early life. Other im- 
portant contributory factors were 
cerebral hemorrhage, present in the 
case of 9673 deaths from heart disease, 
and 2074 deaths from cerebral em- 
bolism and thrombosis. 


Lung Affections Contribute 


Many deaths from heart disease are 
complicated by coincident lung affec- 
tions, which as a contributory cause 
were given secondary importance. The 
principal one of these is bronco-pneu- 
monia, and congestion and hemorrhagic 
infarct of the lung, also asthma. Va- 
rious diseases of the stomach and the 
digestive system generally are often 
contributory factors, but the utmost 
importance is to be attached to acute 
and chronic nephritis. The former in 
1925 was present in 876 deaths from 
heart disease and the latter in 9519. 
Finally in old age or senility, heart 
disease is generally designated as a 
primary cause of death, the former 
term being now generally rejected 


without amplification on the part of 
the registration official. In 1925 there 
were 8625 deaths from senility in which 
some form of heart disease was desig- 
nated as a primary cause of death. 
Under the earlier statistical practice, 
say even ten to fifteen years ago, such 
deaths would in most cases have been 
attributed to old age. This term is 
now falling into disuse and the mor- 
tality from old age is everywhere de- 
clining as the result of improved 
statistical practices, which means an 
increase in specifically designated 
causes of death. 

In his annual report on the mortality 
for 1927, the Medical Superintendent 
of the Registrar General’s Office of 
England and Wales, observes in this 
connection that, 

In the Review for 1926 it was pointed 
out that the considerable increase, now 
occurring, of crude mortality from 
heart disease was mainly due to the 
increasing age of the population, and 
to some extent to a change in certifi- 
cation consisting in an increased ten- 
dency to record myocardial degenera- 
tion on the certificates of deaths from 
causes giving rise to it. The continued 
operation of these causes has evidently 
contributed to the further large in- 
crease in 1927, but two other factors 
have to be noted as affecting this—the 
influenza epidemic in the first three 
months of the year, and the introduc- 
tion of the new form of certificate of 
cause of death in July. Evidence of this 
may be found elsewhere in the report. 


Analysis of Increase 


It is shown that of the total increase 
in deaths over 1926, 64 per cent oc- 
curred in the first quarter, 5 in the 
second, and 17 and 14 in the third and 
fourth. “The concentration on the first 
quarter synchronized with, and was 
presumably caused by, the outbreak of 
influenza, as prevalence of this disease 
has often been noted on other occasions 
to be accompanied by increase of mor- 
tality attributed to heart disease. 
Moreover, this first quarter increase 
was mainly deaths from myocardial 
degeneration, the form of heart disease 
of which record was shown in last 
year’s Review to be increasing with 
such special rapidity of late years 
owing to increasing elaboration of cer- 
tification. Probably, therefore, more 
than half of the year’s increase may be 
attributed to influenza.” 

In 1925, there occurred in the United 
States 18,344 deaths from influenza 
with pulmonary complications and 
12,194 deaths with other complications 
or unspecified. Complications in the 
former numbered 18,113 and in the 
latter, 7000. Of these, however, in the 
case of the former, only 7 had been 
complicated by pericarditis, 94 by en- 
docarditis and myocarditis, 1 by 
angina pectoris and 80 by other dis- 
eases of the heart. Of the latter, 77 
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deaths from influenza were complicated 
by pericarditis, 754 by endocarditis 
and myocarditis, none by angina pec- 
toris and 572 by other diseases of the 
heart. Returning to the various heart 
affections, it appears that 144 deaths 
from angina pectoris were complicated 
by influenza, and 2934 deaths from 
other diseases of the heart. It is clear- 
ly doubtful if in all these cases a 
precise diagnosis was arrived at, but 
instead of that a considerable latitude 
was followed in the final assignment on 
the death certificate as to death from 
influenza or death from diseases of the 
heart. The numerical importance of 
this factor, therefore, justifies the con- 
clusion that it is unsafe to speculate 
with finality upon the increase or de- 
crease in heart disease during recent 
years. It is unfortunate that tables 
showing contributory causes should 
only be published by the Census Office 
at long intervals of time. With the 
exception of the report for 1925, only 
one similar report has been published 
for 1917. 
Report for 1927 

In the report of the Registrar Gen- 
eral for 1927 attention is drawn to 
three forms of heart disease which 
have shared the whole of the increase 
of deaths in 1927, referring, of course, 
to England and Wales. These three 
forms, with their respective shares of 
the increase, are myocardial degenera- 
tion, 61 per cent, valvular disease, 27 
per cent, and angina pectoris, 12 per 
cent. But it is explained that, “The 
reason why deaths from the latter con- 
dition suddenly increased in 1927 
(from 1880 in 1926 to 2802) is known. 
Formerly deaths from sclerosis or 
thrombosis of the coronary arteries 
were classified with those from similar 
disease of other arteries, but in 1927 
it had become apparent that many 
deaths of the nature of angina pectoris 
were being assigned to arterial disease, 
which was increasingly stated in such 
cases, and a change of rule was made 
transferring all such deaths to angina 
pectoris.” 

Finally it is observed that, “The in- 
crease from myocardial disease con- 
tinues a movement toward increased 
specification of this condition on the 
death certificates of old people, the 
recent rapid progress of which was 
traced in the Review for 1926. The 
number of these deaths is now almost 
three times as great as in 1921, when 
they were first distinguished, the 
greatest increase having occurred in 
old age, where they now form more 
than half the total deaths from heart 
disease. Their increase in 1927 was 
probably due in large part to influenza, 
since over 60 per cent of it took place 
in the first quarter of the year.” 
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But it is further said that, “The 
cause of the increase of mortality from 
valvular disease is not apparent. 
Though the deaths occurred chiefly in 
the winter this is what normally hap- 
pens, and so cannot be taken to point 
to an association with influenza. Nor 
was there any sudden increase in the 
second half of the year, pointing to an 
influence of the new form of cer- 
tificate.” 


Illustrates Difficulty 

I quote these extracts to illustrate 
the inherent difficulty of dealing statis- 
tically in a satisfactory manner with 
the subject of heart disease at the 
present time and justify definite con- 
clusions as to whether this type of 
affection is really on the increase or 
merely apparently so due to the causes 
stated. I am not inclined to at- 
tribute much value to the increasing 
average age which will not become 
measurably effective except over a long 
period of years. This, therefore, does 
not materially affect the present dis- 
cussion since it is limited to the period 
1921-28. The average age at death in 
heart disease in 1990 in the United 
States registration area was 58.2 
years, increasing to 60.5 years in 1910 
and 64.3 in 1920. Later figures have 
not been published. For males these 
figures were 59.8 years in 1900, 63.9 
in 1920. For females the increase was 
from 53.5 years in 1900 to 64.6 in 
1920. The position of the two sexes 
is now reversed and women die at a 
higher average age than men. In 1910 
the position of the sexes in this respect 
was identical. No explanation has been 
advanced for this curious reversion 
well deserving of further study. 


Without further enlarging upon the 
medical aspects of the subject which 
comprehend an immense and highly 
controversial literature, I give first a 
table showing deaths from heart dis- 
ease, all forms, for the United States 
registration area, 1921-27. 


Mortality from Heart Disease, U. S. 
Registration Area, 1921-27 


Rate 


per 
Deaths 100,000 
139,264 157.0 
154,495 165.8 
170,033 175.3 
176,671 178.1 
191,226 185.5 


Year Population 


1921 88,700,000 
1922 93,200,000 
1923 97,000,000 
1924 99,200,000 
1925 103,100,000 





1926 105,200,000 209,370 199.0 
1927 108,300,000 211,976 195.7 
Total 694,700,000 1,253,035 180.4 


It is shown by this tabulation that 
the death rate from heart disease in 
the United States has increased from 
157.0 per 100,000 in 1921 to 195.7 in 
1927. The average rate for the seven 
year period was 180.4. For purpose 
of comparison I add a table for 18 
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European countries, including the fol- 
lowing: Germany, Austria, Belgium, 
Denmark, Dantzig, Spain, Esthonia, 
Czechoslovakia, England and Wales, 
Scotland, Northern Ireland, Irish Free 
State, Hungary, Italy, Norway, Hol- 
land, Sweden and Switzerland. 

Mortality from Heart Disease In 18 

European Countries, 1921-27 





Rate 
per 
Year Population Deaths 100,000 
1921 228,000,000 345,100 151.4 
1922 229,600,000 369,996 161.1 
1923 231,800,000 358,067 154.4 
1924 232,900,000 359,197 154.2 
1925 234,900,000 368,644 156.9 
1926 236,800,000 387,338 163.6 
1927 239,200,000 406,948 170.1 
Total 1,633,200,000 2,595,290 158.9 


It is shown by the preceding table 
that the average death rate from heart 
disease in European countries has in- 
creased from 151.4 in 1921 to 170.1 in 
1927. The average rate for the seven 
year period was 158.9 per 100,000. 

I am also able to add a further table 
for nine other countries, including 
Chili, Mexico, Salvador, Uruguay, 
Canada, South Africa (European 
population), Japan, Australia and 
New Zealand. 


Mortality from Heart Disease In 9 
Miscellaneous Countries, 1921-27 


Rate 
per 

Year Population Deaths 100,000 
1921 92,100,000 59,152 = 64.2 
1922 93,800,000 63,380 67.6 
1923 95,200,000 69,054 72.5 
1924 96,100,000 67,647 70.4 
1925 97,100,000 68,232 70.3 
1926 100,800,000 71,405 70.8 
1927 102,300,000 73,379 71.7 





Total 677,400,000 472,250 69.7 


According to this table the average 
rate from heart disease in the coun- 
tries under review has increased dur- 
ing the seven year period from 64.2 
per 100,000 to 71.7, the average rate 
for the seven years being 69.7. 

We have therefore such a marked 
contrast in local incidence of heart 
disease for different sections of the ' 
world that it seems best to give the 
average rates for the countries in a 
separate tabulation. 

The contrast in local incidence of 
heart disease is amazing and sugges- 
tive of a much more comprehensive 
study of the geographic distribution 
of heart disease than has thus far been 
made. How far the differences in the 
rates are the possible result of local 
practices in the tabulation of deaths 
cannot be stated but no doubt, to a 
certain extent, this accounts for the 
wide range from a maximum of 216.5 
per 100,000 for Austria to a minimum 
of 10.4 for Salvador. For practically 
all the countries under review the rate 

(Concluded on page 21) 
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Estate Building 


Texas Economist Gives First Preference to 
Life Insurance and Explains Why 





OW may a young man, dependent 
iat solely upon a small salary, suc- 

cessfully build an estate? That 
challenge presents itself to every red- 
blooded American early in life and its 
successful solution measures to a large 
extent his true worth to society. In 
this day and age, with the ever increas- 
ing sales pressure brought to bear on 
the young man to purchase various 
luxuries, with the growing number of 
devices used to break down sales re- 
sistance, and with constantly expanding 
wants. due to the rapid development of 
our capitalistic system, the advent of 
machinery and mass production, and the 
resulting social upheavals in which the 
individual becomes more and more de- 
pendent upon “a peanut salary,” how 
may the young man with a growing 
family provide for their future eco- 
nomic security? To the solution of this 
perplexing problem may we direct our 
attention. 


Principles of Thrift 


The fundamental principles that 
must be grasped constitute the inherent 
elements of thrift. Without individual 
thriftiness, the solution is impossible. 
Thrift involves self-denial. It involves 
saving until it hurts. A person who 
would build an estate must deny him- 
self many of the so-called necessities 
of life and most of the luxuries until 
. after middle age. In modern life the 
automobile, the radio, the movies, good 
clothes, the church, education, general 
-Yreading and organized charity have 
come to be classed as necessities. Still, 
the man who would build an estate 
must insist on “living within his in- 
come.” Again, the solution of this 
ticklish personal problem involves a 
proper appreciation of the tremendous 
cumulative power of compound interest. 
Money invested at 6 per cent interest 
compounded semi-annually will double 
itself in approximately 12 years. A 
man may invest $10.00 monthly, which 
amount compounded semi-annually at 
6 per cent interest will amount to $1,- 
641.90: in 10 years; and $4,603.00 in 
20 years. Such is the power of com- 
pound interest. This factor is funda- 
. mental in all actuarial and fiscal com- 
putations of life insurance companies, 
_ investment bankers and other  high- 
grade financial institutions. 
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By A. L. CArLson 


Let us assume for purposes of illus- 
tration that Mr. Jones, 35 years of age, 
has a family of four and draws an in- 
come of $2,400 a year, with reasonable 
chances for a slight promotion and 
future business success. This ambi- 
tious individual, with an average 
family, can afford to take little risk. 
In the language of Lord Bacon, “hav- 
ing given hostages to fortune,” he can 
take few risks in his financial affairs. 

One of the first means of building an 
estate that naturally suggests itself is 
life insurance. Life insurance pro- 
vides the quickest method of creating 
an estate. It should be taken primarily 
for protection, however, rather than as 
an investment. “What kind and how 
much life insurance may Mr. Jones 
undertake to carry? Bearing in mind 
that nearly all the various types of 
policies in a legal reserve life insur- 
ance company are practically mathe- 
matically equivalent, the next question 
confronting Mr. Jones is the type of 
company with which he shall place his 
insurance. This writer believes that 
the well established legal reserve mu- 
tual company which distributes its sur- 
plus to its policy holders is preferable. 


Type of Policy 


Having selected a well established old 
line mutual company, what type of 
policy shall our “low-salaried man” 
take? This writer believes that the or- 
dinary life form is preferable in this 
case. It represents permanent insur- 
ance at low cost, and Mr. Jones will not 
need to worry about another medical 
examination twenty years later. 

Again, how much insurance should 
Mr. Jones carry? This question has 
never been answered conclusively. A 
good rule is this: “A man with a de- 
pendent family should carry sufficient 
life insurance to provide a permanent 
income for his dependents equal to at 
least one-half of his monthly wages.” 
A court in allowing alimony will usually 
fix a reasonable amount at approxi- 
mately 50 per cent of the husband’s 
monthly income. Mr. Jones, with a 
monthly salary of $200 is morally obli- 
gated to provide his dependent family 
with at least $100 permanent monthly 
income, in case of his premature death. 
This amount, of course, will vary with 
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the economic position governing indi- 
vidual cases. 

Let Mr. Jones select four $5,000 
whole life policies with the premiums 
payable annually. Using the rates for 
a non-loaded policy, based on the Amer- 
ican Experience Table, as set forth in 
the Handbook of the Teachers Insur- 
ance and Annuity Association of New 
York City, the premium on a $5,000 
ordinary life at Mr. Jones’s age would 
be $100.95 annually. For commercial 
companies the rates will be approxi- 
mately 10 per cent higher to cover the 
necessary loading for expenses. In 
legal reserve fraternal organizations, 
the rates also vary. However, a man 
engaged in commercial pursuits will 
ordinarily earn a salary considerably 
in excess of the $2,400 annual salary 
suggested. Now, it is apparent that 
by beginning the first $5,000 policy in 
January, a second in April, the third in 
July, and the fourth in October, the 
insured pays his premiums quarterly 
on $20,000 of life insurance. This 
quarterly premium amounts to $100.95. 
The same amount of life insurance, 
if quarterly payments were provided 
for in the policies, would amount to 
$103.40 quarterly. There is a saving 
of $2.45 quarterly, exclusively of in- 
terest. In commercial companies this 
saving is much larger. If this premium 
is too heavy, Mr. Jones may take a 
modified life policy, wherein the pre- 
miums are approximately one-half 
during the first five years. This is 
substantially the same as a convertible 
10-year term policy; and provides a 
very low rate in the early years, but 
still represents permanent insurance. 


A Safe Investment 


Having decided on $20,000 ordinary 
life insurance in a legal reserve com- 
pany, how shall the policy be made pay- 
able in case of Mr. Jones’s death? In 
no case should the insured leave his 
wife the responsibility of investing 
$20,000 in cash. The making of a safe 
investment requires highly trained ex- 
perts in the complicated field of finance. 
A widow inexperienced in investments 
with $20,000 cash would immediately 
become the object of designing persons. 
Well-meaning relatives, old friends of 
the family and various others, as well 
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as the persuasive vendor of low-grade 
and worthless securities—all would 
have to be repelled. The widow would 
be an extraordinary woman if she 
could keep the funds intact for even 
six years. The American Bankers As- 
sociation is authority for the estimate 
that inherited money is dissipated in 
this country on the average within six 
years. 


A Monthly Income 


Twenty thousand dollars paid over 
a period of 20 years amounts to ap- 
proximately $115.16 monthly. On the 
continuous monthly income plan, under 
which the income is paid for 20 years 
certain, and so long thereafter as the 
beneficiary shall live, the amount 
would be slightly less, depending on the 
age of the wife. How well Mr. Jones 
has provided for the economic security 
of his loved ones should now be ap- 
parent. He has left them a monthly 
income of more than $100 a month, 
until all the children have reached ma- 
turity, and so long thereafter as the 
widow shall live, even though she 
passes the century mark. 

This protection has cost Mr. Jones 
$403.80 per year. In a well managed 
mutual company the dividends can be 
expected to reduce this cost approxi- 
mately $20 to $30 annually in the 
early years. With gradually increas- 
ing dividends each year, the net cost 
grows less and less; and the policy may 
ultimately be expected to carry itself. 
Here also the mutual company dem- 
onstrates its superiority. The thrifty 
husband will not borrow from his 
widow unless it is absolutely necessary. 
The cash value of such policies in- 
creases each year. If no unpaid loans 
are outstanding at the end of 20 years, 
Mr. Jones’s policies have a cash sur- 
render value of approximately $6,500. 
At 30 years, this amount is much 
larger. But Mr. Jones had created an 
estate of $20,000 the day he received 
his policies. 

Deferred Annuities 

Now, Mr. Jones must also provide 
for his old age and for the future sup- 
port of his family and dependents in 
case he lives. The deferred annuity, or 
pension policies, provide the machinery 
for old age protection. Mr. Jones may 
secure a deferred annuity separate 
from his life insurance policies. There 
is a slight saving in such policies when 
written separately from life insurance 
policies. Many commercial companies 
combine the retirement annuity with a 
life insurance policy. Many corpora- 
tions have provided retirement pen- 
sions for their employees, the cost of 
which they pay in whole or part. A 
deferred annuity taken at age 35 years 
and costing $15.68 per month, or 
$47.04 quarterly, will provide a monthly 
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pension of $100, payable for life, and 
beginning at age 65 years. In case of 
the premature death of the annuitant, 
the accumulated proceeds of the policy 
are returned to his estate over a period 
of ten years. At age 65, he has four 
desirable options of settlement, each of 
them providing for his old age protec- 
tion. 


A Graduated Program 


Mr. Jones has now provided for his 
own old age dependency, and for the 
support of his loved ones whether he 
lives or dies. It is costing him approx- 
imately $147.99 quarterly or $591.96 
per year. This is about 25 per cent of 
his income. A man who must work 
for $2,400 a year should be able to 
provide for the current needs of his 
family on the remaining $1,808.04 per 
year, even in this age of high-powered 
advertising and marketing methods. In 
the years of young manhood, he should 
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be willing to sacrifice as much as 25 
per cent of his income for insurance, 
if he has dependents. If he cannot 
live on this basis, he should take a mod- 
ified life, or convertible term policy or 
reduce the amount of his insurance 
until his earnings and expenditures 
can be reconciled. 

As earnings increase, and his life 
insurance program has been corre- 
spondingly expanded, Mr. Jones might 
invest surplus funds in high-grade 
bonds, stocks, real estate mortgages, 
government or municipal bonds, public 
utility, railroad and similar securities. 
To determine what are safe securities 
is not an easy task, even for the tech- 
nically trained man. A good plan for 
the inexperienced investor to follow is 
to look-at the list of investments of 
our leading life insurance companies, 
investment trusts, and similar financial 
institutions. 


Mortality from Heart Diseases 


(Concluded from page 19) 


shows a persistent increase from year 
to year, leaving no other conclusion 
than that the increase is real and due 
to changing habits of life and the in- 
creasing strain of the progressive in- 
dustrialization of most of the nations 
under review. Finally I give a table 
of mortality from heart disease by 
ages at time of death by divisional 
periods of life for the five years ending 
with 1927, but limited to the United 
States registration area. This table 
shows no very marked variations in 
the age distribution, although based on 
a total of 958,263 deaths. Taking the 
four most advanced groups of life at 
which the death rate is highest, the 
following changes have occurred. At 
ages 45-54, the rate has changed from 
11.6 in 1923 to 11.7 in 1927; at ages 
55-64, from 18.8 to 18.7; at ages 65-74, 
from 26.2 to 27.0, and at ages 75 and 
over from 28.6 to 29.0. These results 
are not suggestive of a pronounced ef- 
fect of the increasing average age of 
the population during the short period 


under review. 


Mortality from Heart Disease, U. S. 
Registration Area, 1923-27 





Ages Deaths Per Cent 
OM aod cane aaa 4,380 0.5 
| Ape eee ree ec 1,078 0.1 
yO PD a Coe 928 0.1 
eee ae 812 0.1 
y EE TT 1,035 0.1 
1 ee? 8,233 0.9 
Peace cada da cele 6,864 0.7 
MRSS occa xs cana 9,379 1.0 
LL Re a Bee Peeler 10,604 J 
RO Ae ver alata eaten 11,100 1.2 
BPE vase aw awdin vic 13,110 1.4 
Ee 17,239 1.8 
TROD “cis winedsinwes 59,652 6.2 
A oe wo access 111,600 11.6 
eee 179,152 18.7 
GUS se cecwasee 254,284 26.5 
75 and over....... 277,046 28.9 
VOR a naiecsals 958,263 100.0 


Comparing males and females for 
1926 it appears that the death rates 
were higher for males at ages under 
10, lower than for females at ages 
10-19, very slightly higher at ages 
20-24, lower for ages 35-54, but higher 
for all ages 55 and over. 


New Prudential Agency 
In order that its patrons in Brooklyn 
may be served more efficiently, the 
Prudential Insurance Company of 
America has recently opened a new of- 
fice in that section of Greater New 
York. 


Average Mortality from Heart Disease in 28 Countries, 1921-27, Rate per 100,000 


Yn a eee 216.5 Scotland. «..«0<< 146.4 Holland ......... 106.7 
North Ireland .... 198.7 New Zealand .... 146.1 Esthonia ........ 97.5 
Belgium ........- 182.9 Switzerland ..... 129.2 South Africa .... 87.2 
U. S. Reg. Area.. 180.4 Czechoslovakia ... 128.9 Norway ; 66.8 
Germany ........ T1647 | HOQNBAEY <0 (50a 125.6 Uruguay ........ 66.4 
OT 169.0 Sweden ......... ee 63.3 
i ee ee 1607... Australia: .....<<. 116.2 Dantzig ......... 49.9 
England and Wales 159. Denia: | 6.5.0 3.0 1123 Moexieo ...:...... 31.2 
Irish Free State.. 157.0 Canada ......... 112.1 Salvador ........ 10.4 
CHUNG. cas civceciotaas 152.2 
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CASH CAPITAL 
$3.000.000.00 
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FIRE INSURANCE CO. 
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Otho Lane President 
Fire Association 





J. W. Cochran Retires from 
Post; Made Chairman 
of the Board 





Desires to Share Burdens 





New Executive Made Reputation 
as Successful President of 
Niagara Fire 


PHILADELPHIA, July 11.—Following 
in the footsteps of his predecessor in 
office, Elihu C. Irvin, who retired in 
February, 1925, as president of the 
Fire Association and affiliated com- 
panies to become chairman of the 
board, James W. Cochran at the month- 
ly meeting of the board today, was re- 
tired as president upon his own request 
and was immediately chosen chairman 
of the Board of Directors, a post left 
vacant by the death of Mr. Irvin some 
time ago. 

Otho E. Lane, former president of the 
Niagara Fire, was elected president 
and a director of the Fire Association 
and its affiliated companies. Mr. Lane 
will assume his new duties at once. 

At the Fire Association, it was said 
that Mr. Cochran felt that he wanted 
some younger man to share his burdens. 
Mr. Cochran has not been in the best of 
health for the past two years and only 
recently returned from a trip abroad. 

Mr. Lane has been connected with 
the fire insurance business for some 
thirty years. His first post was as an 
inspector for the Insurance Survey Bu- 
reau of Chicago. It followed on the 
heels of his graduation from Miami 
University, Oxford, Ohio. Following 
that, he was successively a_ special 
agent for the Traders of Chicago and 
of the Providence Washington in Wis- 
consin and State agent of the Scottish 
Union and National in the mountain 
field. 

He was appointed assistant United 
States manager of the Yorkshire in 
1912, leaving four years later to be- 
come vice-president of the Niagara 
Fire. Upon the death of the president, 
shortly afterwards, he was elected to 
the post. 

He has been president of the New 
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90,000 LICENSES IN TEXAS 


AUSTIN, TEX., July 15.—Over 75,000 
agents’ licenses have been issued by the 
State Insurance Division of the Texas 
State Board of Insurance since March 
1, the license expiration date. The 
Board estimates that 90,000 licenses 
will be issued before the work is com- 
pleted. Of these 80,000 will be renew- 
als of licenses expiring last March 1. 








York Board of Fire Underwriters and 
president of the Insurance Institute of 
America and has also served on im- 
portant committees of the National 
Board and of other organizations. 

A comparative stranger in Eastern 
fire insurance circles when he became 
president of the Niagara, he rapidly 
earned a place among the leading ex- 
ecutives by his excellent administra- 
tion. When he took charge of the com- 
pany, it had a capital of $1,000,000; 
surplus of $3,000,000; assets of $9,000,- 
000 and an annual premium income of 
$4,000,000. When he retired in 1929 
on the sale of the company to the 
America Fore group, the Niagara had 
a capital of $5,000,000, nearly $10,000,- 
000 surplus; $28,000,000 in assets and 
a premium income of $11,000,000. 

Mr. Cochran has been actively con- 
nected with fire insurance for close to 
fifty years. As a young man, he joined 
the Trezevant and Cochran general 
agency at Dallas, Tex. That was in 
1888. Ten years later he became State 
agent of the Continental in Ohio. In 
1895 he organized the Ohio Inspection 
Bureau, conducting it until 1902 when 
he went to New York to become con- 
nected with the Committee of Twenty, 
which started the system of town sur- 
veys now conducted by the National 
Board. 

Eight years later, in 1910, he began 
his active affiliation with the Fire Asso- 
ciation when he became manager of the 
Western department of the company 
at Chicago. While there, he did some 
very valuable work on the subscribers’ 
Actuarial Committee, the Underwrit- 
ers’ Grain Association and other or- 
ganizations. In 1919, he was called to 
the home office as vice-president and a 
director and in February, 1925, was 
elected president to succeed Elihu C. 
Irvin when the latter retired. 


New Forms Give Broad 
Aircraft Coverage 





H. D. Sammis_ Recounts 
Achievements of Explo- 
sion Conference 





Policies Standardized 





Property Damage Contract Now 
Includes Protection for Many 
Risks Once Excluded 


An illuminating article by H. D. 
Sammis, Manager of the Automobile 
Department of the Firemen’s Fund In- 
surance Company, appears in the July 
issue of the Firemen’s Fund Record 
regarding the new policy form of the 
Aircraft and Motor Vehicle Property 
Damage Policy. This revised and 
broadened new standard form is the 
result of the work of the Explosion 
Conference after a deep study of the 
varying aircraft policies, reliable data 
of influencing facts and experiences 
and of terms and conditions. 

“Marking as it does the introduction 
of uniformity into the field of aircraft 
property damage insurance,” says Mr. 
Sammis, “agents and brokers every- 
where should regard this new stan- 
dardized coverage as history-making. 
Its arrival is comparable to the intro- 
duction years ago of standardized au- 
tomobile policies that spurred the 
growth of motor vehicle insurance.” 

Briefly the new policy presents the 
following important advantages: Pro- 
tects the interests of financial institu- 
tions which demand aircraft coverage 
as a condition necessary to the con- 
summation of loans by providing low 
attractive estimates: includes property 
on airfields, and has been broadened 
to include risks located within one mile 
of airports; permits blanketing of 
building and contents; fills the fire 
coverage gap caused by the operation 
of any fallen building clause as a result 
of an air-craft crash; protects against 
damage caused by all types of air- 
craft; continues coverage against dam- 
age resulting of the falling of objects 
from aircraft; allows a 100 per cent 
coverage of building and contents 

(Concluded on page 27) 
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Plain Talk Heard at 
Bretton Woods 


Candid Discussions Feature 
New England Association’s 
Annual Convention 








Fred Bruns Inspiring 





Decline in Membership Causes 
Serious Concern to State 
Association Heads 


The ninth annual convention of the 
New England Associations of Insur- 
ance Agents, held at the Mt. Was! ing- 
ton Hotel, Bretton Woods, N. H., on 
July 8, 9 and 10, brought forth some 
plain talk, sharp criticism, and advice 
as to what the agents themselves will 
have to do if they are to preserve their 
present status in the insurance scherne 
as operated today. Not in the nine 
years’ history of these meetings have 
those on the program spoken so plainly 
and it was evident that the delegate 
attendants reacted seriously to the 
warnings sounded. 

A number of important matters were 
stressed at the convention, the keynote 
of which appeared to be organization, 
efficiency and cooperation. These sub- 
jects were discussed at both of the 
morning sessions by local and special 
agents and it was pointed out in no 
uncertain terms that unless the local 
agent of today is well organized, effi- 
cient and willing to cooperate, he is 
doomed to fail. One matter that ap- 
peared to give the leaders serious con- 
cern was brought out in the annual 
report of Charles W. Varney of Roches- 
ter, N. H., chairman of the New En- 
gland Advisory Board, who, by the 
way, presided at all of the sessions in 
a most able manner. Mr. Varney called 
the attention of the delegates to the 
fact that the membership of the asso- 
ciations in New England was declining 
and that the decline was sufficient to 
cause serious thought in the various 
New England Associations. Maine was 
the only State in New England that 
showed an increase this year. This 
matter was discussed at length outside 
of the convention hall by the New En- 
gland leaders and, in fact, the session 
lasted from 10:30 p.m. until about 2:00 
a.m. Wednesday morning. The reason 
for the thinning out of the ranks was 
pointed out to be the resignation of 
agents representing “unfriendly” com- 
panies and otherwise in violation of 
the national association principles. 
After considerable discussion it was 
agreed that each State association 
should get out and hustle to bring its 
local membership up to where it ought 
to be. 
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American Phenix Stockholders 
Approve Merger with 
American Reserve 


At the special meeting of the stock- 
holders of the Americau Phenix Cor- 
poration held on July 8, 1930, at the 
office of the corporation, No. 60 John 
Street, stockholders representing 100,- 
477 votes out of a total of 120,000 votes 
unanimously authorized the proposed 
merger of the Re-Insurance Corpora- 
tion of America, a wholly owned sub- 
sidiary, and other wholly owned sub- 
sidiaries, with the American Reserve 
Insurance Company. No shares of 
stock were voted against the proposed 
merger. 

The final consummation of the mer- 
ger is subject to the approval of the 
stockholders of the American Reserve 
Insurance Company, which meeting has 
been called for July 29, 1930, and is 
further subject to the approval of the 
Superintendent of Insurance of the 
State of New York. 

Upon consummation of this merger 
the American Reserve Insurance Com- 
pany will be one of the country’s larg- 
est companies doing a strictly reinsur- 
ance business, with total resources of 
approximately eight million dollars. 








Frederick V. Bruns of New York, 
and former State president of the New 
York association, handed out some hot 
shots and commanded the close atten- 
tion of the delegates. Among other 
things, he said that the insurance man 
who relied on getting his business on 
the golf links or over the bridge table 
was a rotter. 

Clyde B. Smith of Lansing, Mich., 
president of the national association, 
made his first appearance over here in 
New England at the convention and he 
certainly made a great hit with the 
delegates. At the conclusion of his re- 
marks at the formal banquet Wednes- 
day night, James W. Cook of Provi- 
dence, R. I., on behalf of the New 
England Associations presented him 
with a beautiful desk set. 

Walter H. Bennett, secretary counsel 
of the national association, was well 
received and he told the agents about 
the recent commissioners’ acquisition 
cost committee at its meeting in Chi- 
cago. 

An innovation this year was the 
holding of two group conferences, one 
presided over by Charles A. Watkins of 
Boston, who handled the group of 
agents writing $100,000 and over in 
premiums, and the other by Frank W. 
Brodie of Waterbury, Conn., who had 
charge of the conference of agents 
writing less than $100,000 in premiums. 
These discussions were free and help- 
ful and very likely will be made a regu- 
lar feature. 








Missouri Suit Shifts 
Some Business 





Carriers Not in Court Fight 
Pressing Advantage of 
Lower Rates 





Coast Company Withdraws 





Associated Fire & Marine Will 
No Longer Contest Superinten- 
dent’s Rate Reduction Order 


The Associated Fire and Marine In- 
surance Company of California has 
notified Superintendent of Insurance 
Thompson of Missouri that it has with- 
drawn from the suit filed in the Cole 
County Circuit Court at Jefferson City, 
Mo., asking for a review of the super- 
intendent’s action in refusing to grant 
the stock companies operating in Mis- 
souri a 16%4 per cent increase in fire- 
hail, windstorm and lightning insur- 
ance rates effective on June 1. 


It is the second company to with- 
draw from the suit, as the St. Louis 
Fire & Marine Insurance Company of 
St. Louis, Mo., a few days after the 
action was filed notified the Actuarial 
Committee to withdraw its name as a 
party to the suit. 

The First National and General, 
both of Seattle, Wash., have also been 
quoting the rates satisfactory to the 
Missouri Department while the Minne- 
sota Fire has been quoting 20 per cent 
off the published rates. The Equity 
Fire of Kansas City, Mo., has also been 
granting its customers the 10 per cent 
reduction ordered by Former Superin- 
tendent Ben C. Hyde in October, 1922, 
which was later sustained by the Mis- 
souri Supreme Court. That company 
is not a party to either the state or 
federal courts action which have en- 
joined the Missouri Insurance Depart- 
ment from interfering with the 16% 
per cent advance in rates. 

The Chicago Lloyds has also in- 
creased its activity in the St. Louis 
field since the new rate fight became 
acute and through radio and direct by 
mail advertising has notified many 
property owners and other insurance 
buyers that they can save 20 per cent 
from the published rates and also the 
16% per cent advance by buying fire, 
lightning insurance from its agents. 

Prominent mutuals and reciprocal 
companies have also been reaping some 
of the advantages to them induced by 
the new rate fight, and especially 
through the activity of the Associated 
Industries of Missouri. Within the 
past two weeks at least two large lines 
in St. Louis were taken from stock 
companies. 
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Commissioners Plan 
Hartford Meeting 





Two Days of Business Ses- 
sions and Four Days of 
Touring New England 





Begins September 8th 





Thirteen Committees in Charge 
of Elaborate Details of 
Annual Affair 


The annual session of the National 
Convention of Insurance Commis- 
sioners to be held at Hartford the week 
of Sept. 8 promises, as usual, to be one 
of the outstanding events of the insur- 
ance year. Hartford is the home city 
of the president of the convention, 
Howard P. Dunham, insurance com- 
missioner of Connecticut. The arrange- 
ments announced justify the prediction 
that it will be the finest ever held by 
the commissioners. 


There will be two days of business 
sessions, followed by four days of tour- 
ing to historic spots in New England. 
Thirteen committees, composed of 
eighty members representing Con- 
necticut—the insurance companies in 
that State, the Connecticut Association 
of Insurance Agents and the State and 
Hartford Chambers of Commerce—will 
handle the details. Most of the com- 
missioners and officials and representa- 
tives of insurance companies are ex- 
pected to, arrive in Hartford Sunday 
afternoon, Sept. 7. The following morn- 
ing the convention will be started with 
a breakfast for delegates at the Bond 
Hotel. Although details of the week’s 
program are not yet complete, the en- 
tertainment of visitors will consist of 
a number of sight-seeing trips and 
visits around Hartford in addition to 
a four-day tour throughout New En- 
gland. On Monday and Tuesday after- 
noons delegates and guests will be 
welcomed at the offices of the many 
insurance companies in Hartford. 

At the same time that a banquet is 
being held on Monday evening for the 
men at the Hartford Club, the visiting 
ladies will be entertained at the Farm- 
ington Country Club. If broadcasting 
arrangements can be provided, it is 
planned to send over the air from the 
Travelers station, WTIC, the pro- 
gram at the banquet on Monday eve- 
ning. In addition to a banquet at the 
Hartford Club to be arranged by the 
Insurance Day Conference for Tues- 
day evening, delegates and guests will 
be taken to witness an exhibition of 
speed boats on the Connecticut River 
and airplanes at Brainard Field. 
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Chicago F. & M. in Reinsur- 


ance Deal With National 
Guaranty 





Fire Risks Only of Newark Car- 
rier Assumed by Chicago 
Company; Not a Merger 


CHICAGO, July 16.—A deal whereby 
the Chicago Fire and Marine has re- 
insured all of the outstanding fire risks 
of the National Guaranty Fire of New- 
ark, has been announced, the reinsur- 
ance effective as of June 30. The deal 
is purely a reinsurance, and not a 
merger, as the Chicago Fire and Ma- 
rine has taken over only the fire risks 
and not the automobile liabilifies of the 
National Guaranty. 

Control of the National Guaranty is 
held by the Marquette Easton Finance 
Corporation of St. Louis, which also is 
interested in the Prudential Casualty 
and Surety of St. Louis. William M. 
Baldwin, president of the latter, is 
president of the National Guaranty. 


Charles E. Ryan Promoted 


Second Deputy Superintendent of 
Insurance Francis P. Ward announces 
that Charles E. Ryan has been placed 
in charge of the Fire & Marine Exam- 
ining Bureau of the Insurance Depart- 
ment, effective as of July 1, 1930, to 
succeed Albert N. Butler, who recently 
resigned. Mr. Ryan was appointed to 
the Insurance Department as an ex- 
aminer in July, 1919, and in July, 1927, 
was designated as Assistant Chief Ex- 
aminer of the Fire & Marine Bureau. 
Mr. Ryan’s duties in the department 
have been exclusively in connection 
with the operation of the bureau of 
which he now assumes charge. In ad- 
dition to the supervision of stock and 
mutual fire and marine insurance com- 
panies, Mr. Ryan will have supervision 
over Lloyds and Inter-Insurers, the 
Central Bureau for the Collection of 
Earned Premiums, and the Marine In- 
surance Profits Tax. 








Leaving Hartford on Wednesday 
morning, Sept. 10, the party of dele- 
gates and guests will be taken in busses 
for a tour through New England. 
While the specific itinerary is yet under 
development, the party will spend Wed- 
nesday night at Bretton Woods, N. H., 
Thursday night at the Poland Springs 
House in Maine, and Friday night at 
the Ocean House, Swampscott, Mass. 
The party will have an opportunity to 
witness off Newport, R. I., the Inter- 
national race between Sir Thomas Lip- 
ton’s Shamrock V and the American 
cup defender to be selected from among 
four yachts now competing for that 
honor. 
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Brokers’ Standpoint 
on Commissions 





Illinois Association Cites 
Brokers Importance to 
Economic Balance 





Write to Livingston 





Solicitors on Salary Basis Would 
Add to Unemployment in Time 
of Depression, Letter Says 


CuicaGo, July 16.—Additional argu- 
ment in behalf of the present scale of 
commissions paid brokers has been filed 
with Commissioner C. D. Livingston of 
Michigan, chairman of the acquisition 
cost committee of the National Conven- 
tion of Insurance Commissioners, by 
the Insurance Brokers Association of 
Illinois. The brokers, through their 
president, Frank P. Lavin, draw upon 
the present depressed condition of busi- 
ness to show that any reduction in 
brokerage commissions would not per- 
mit men who are working on a strictly 
commission basis to “weather the storm 
of depression.” 


The brokers argue that to dispense 
with commissioned solicitors would re- 
quire the employment of salaried em- 
ployees, who in turn would be dis- 
charged during times of depression, 
which would add to the unemployment. 

The letter, in part, follows: 


The insurance brokers of all large 
metropolitan areas like that of New 
York, Chicago, Boston, Philadelphia, 
San Francisco, are suffering from the 
present industrial depression and are 
making their living the best they can. 
If these men were on a salary basis, I 
am sure that there would be greater 
demoralization than now exists. 

It is generally admitted that to elimi- 
nate producers who now work on a 
purely commission basis would neces- 
sitate the employment of men on a sal- 
ary basis. 

The insurance broker working on a 
commission, like any wage earner, 
must have returns large enough when 
times are good to enable him to weather 
the storm of depression. You must 
consider his situation from the stand- 
point of what is good for the entire 
nation, for surely you gentlemen can- 
not subscribe to any reduced scale of 
commission, which, in times like the 
present, might tend to throw upon the 
country another large number of un- 
employed. 

We urge that as representatives of 
the people, in your desire to reduce the 
cost of insurance, that you do not lose 
sight of the facts above set forth. The 
average commission on all business re- 
ceived by the producer or broker is ap- 
proximately 15 per cent. To reduce 
this by 5 per cent of the premium 
charged would cut down his income one- 
third and result in a saving to the con- 
sumer of only one-twentieth. From an 
economical standpoint, you cannot con- 
fine your discussion entirely to the 
problem of the public. 
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PHOENIX 


ASSURANUE CUMPANY, Ltd. 
of LONDON 


150 WILLIAM STREET NEW YORK 








147 years of successful business operation. 


PHOENIX 


INDEMNITY COMPANY 
NEW YORK 


DEPENDABLE - 





“A Life Insurance Company” | 


having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 


men. 


Address: Confidential care THE SPECTATOR 


OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 
THE CAPITOL LIFE INSURANCE COMPANY 
Denver, Colorado 


CHARLES E. CLARKE, President J. R. ANTHONY, Secretary 
Capital Stock $250,000.00 


PENINSULAR LIFE INSURANCE COMPANY 


Home Office 
Peninsular Life Building, Jacksonville, Florida 
Ordinary and Industrial Life, Health and Accident 








THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 


“Three Great Hazards” a new leaflet written by Ernest Grey is just what 
a number of life insurance agents have been looking for because it is a 
piece of sales literature that speaks to prospects in their own language. It 
is calculated to create a thoughtful state of mind in the prospect before 
the agent makes his call. 
PRICES 


100 Copies 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 























The Home Life Insurance Company 
of America 
Protects the Entire Family 


Home Life Agents are equipped to serve every need for 
protection. Modern policies are issued on both Industrial 
and Ordinary plans from birth to Age 65 next birthday. 
The Home Life sales-kit means a whole family of potential 
policyholders back of every door-bell. 


There Is a Home Life Policy for Every Purse and Purpose 
Over One Hundred Millions in Force 
Independence Square Philadelphia, Penna. 


(Interested in Replies from Pennsylvania and Delaware) 

















Sunderlin on Fire Insurance 


By CHARLES A. SUNDERLIN, A. B., LL. B. 

of the Los Angeles Bar 

Secretary and General Counsel of the Insurance Institute of 
Southern California 
Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 
ONE VOLUME 
at the reduced price of 


Bound in buckram, with stiff cover. 


THE SPECTATOR COMPANY 
Division of United Business Publishers, Inc. 
| 243 WEST 39TH STREET, NEW YORK 














’ LANCASHIRE 


EXPANSION 
This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
> their lot with a strong growing company, will find 
at 
“Honestly, If's the Best Policy.” 


ATLANTIC 


General Agency positions open at 


CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 
Charleston, West Virginia 








eneral Accident 


SZE FIRE AND LIFE 


7, ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 


 _ /HE LONDON & LANCASHIRE 


ee INSURANCE COMPANY, Ltd. 
LONDON & OF LONDON, ENGLAND 
INSURANCE Ce ‘ New York Department: 
sid 85 John Street 
te 


Eastern Department, Hartford, Conn. 
Gilbert Kingan, Manager 
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Commissioner Thigpen Re- 
verses Fleet Ruling 





Alabama Definition of Auto Fleets 
Now Corresponds to Ruling of 
Michigan Department 


BIRMINGHAM, ALA., July 14.—Copies 
of a new ruling respecting automobile 
fleet coverage have been received and 
are being digested by Alabama agents. 
The ruling in a measure meets with 
the approval of the Alabama Associa- 
tion of Insurance Agents which has 
been fighting for restriction of fleet to 
automobiles in a common ownership. 
It reads as follows: 

“For good and sufficient reasons, the 

ruling respecting fleet coverage of au- 
tomobiles promulgated by this depart- 
ment on April 2, 1928, is hereby re- 
scinded; and, in lieu thereof, effective 
from July 12, 1930, the following rul- 
ing recently promulgated by the Com- 
missioner of Insurance of Michigan 
will obtain in this State: 

“Five or more automobiles, or trucks, 
owned and operated by individuals, 
partnerships or corporations, shall 
constitute a fleet, with the exception 
that a car or truck privately owned 
but used in the business of an indi- 
vidual partnership or corporation, may 
be included in a fleet for liability and 
property damage only; provided the 
premium is paid by such individual, 
partnership or corporation.” 

Under Dr. Thigpen’s old ruling cars 
of employes of corporations were being 
written in the company fleet, the em- 
ployes being given the rebate. 


New Aircraft Forms 
(Concluded from page 23) 


against damage by motor vehicles; 
provides coverage when declared on 
sidewalks, paving, curbing, driveways, 
fences, signs, posts, outdoor statuary, 
fountains, lawns, arbors, trees, shrub- 
bery, and any other property outside 
the building walls, excluding loss and 
damage by motor vehicles. 

These are only some of the high 
lights, and their presence indicates an 
appreciation by the Conference of the 
tremendous strides that aviation has 
made in the important work of stan- 
dardizing on measures, rules and 
equipment of a safety producing na- 
ture. 

“The new policy offers a clear-cut 
proposition, stamped with the approval 
of the conference,” concludes Mr. Sam- 
mis, “for many sources of premium in- 
come wherein the approach must be 
made definitely on the business-like 
basis of selling accepted, standardized 
protection.” 
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Iowa Blue Goose Splash 


The Iowa Pond of the Blue Goose, 
and the Iowa Insurance Fieldmen in 
general, closed the annual outing at 
Lake Okoboji with a banquet at Hotel 
Manhattan, Friday night, in which 175 
people participated. Following the din- 
ner, a number of surprise stunts were 
pulled off and numerous prizes were 
distributed. 

While the annual splash is largely 
given over to recreation and amuse- 
ments, nevertheless there was time and 
opportunity for the consideration of 
serious matters at the open forum and 
general meeting Thursday afternoon, 
when Most Loyal Gander, Fred E. 
Brake, called the assembly to order. 

In the various group discussions 
much interest was developed in the 
drift from mutuals toward well-estab- 
lished stock companies because of the 
efficiency of service rendered policy- 
holders by the latter. The change in 
sentiment was especially noted among 
farmers, who feel the need ofttimes of 
instruction and advice. 
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Dispute Rain Insurance Claim 


Des MoINnEs, Iowa—The Isaac Davis 
Post, No. 65, American Legion of Os- 
ceola was winner over the Eagle Star 
and British Dominions Insurance Com- 
pany in a lawsuit wherein the post 
sued the insurance company for rain 
insurance during the July 4th celebra- 
tion last year. The Legion claims to 
have purchased the insurance policy on 
May 29, 1929, paying the premium 
June 15. The Chicago office wired the 
general agents in Des Moines July 2 
for further details and the information 
is alleged to have arrived in Chicago 
twenty-one minutes late, owing to day- 
light saving time being in effect there 
at that time. : 

The Legion says that rain was pre- 
dicted for southern Iowa for the first 
four days of July and that the insur- 
ance company took the above means to 
avoid payment of the indemnity, rain 
falling there July 3 and 4. The decision 
was made by Judge Homer A. Fuller. 
The insurance company has signified 
its intention of appealing. 








Assets $3,777,940.46 


Capital $500,000.00 
Surplus $1,009,921.08 


ROY E. CURRAY, Secretary 





| INTER-OCEAN 
REINSURANCE COMPANY 


| CEDAR RAPIDS, IOWA 


Reserve and Liabilities $2,268,019.38 


RICHARD LORD, President 
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A New Valuable Reference Work 














The Insurance Investors’ Index | 
1930 Edition 


Presents condensed statistics of leading Fire, Life, Casualty, Surety and 
Miscellaneous Insurance Companies 


IN ONE VOLUME 


HE INSURANCE INVESTORS’ INDEX is a compendium of four of our “best sellers.” 

Many years of experience in publishing standard statistical books for insurance men 
and bankers have resulted in the elimination of useless information and have brought 
their contents to a point where the information on every page is essential for the man 
interested in insurance. Modern progress has brought about the development of great 
fleets of companies offering coverage in every branch of the insurance business. This 
has made it necessary for insurance men to become multiple line minded and to have 
available complete information on every branch of insurance. 








The INSURANCE INVESTORS’ INDEX was designed particularly to meet the needs 
of the modern insurance man or banker and gives a complete picture of every branch 
of insurance. Whatever your interest in insurance, this publication presents authorita- 
tive and desirable data. Whether you are an investor or not, the profit and loss column 
in the stock chart section shows you at a glance and separately, underwriting and 
investment results and makes a comprehensive analysis possible. This book was pub- 
lished at the suggestion of insurance and bank executives to be a usable desk reference 
work where complete information is quickly available. 


It contains data showing the financial standing, January |, 1930, and business in 
1929, including premiums and losses by classes of business for hundreds of companies; 
also special information as to the companies’ stocks which are actively traded in, such as 
number of shares, par, book, liquidating and market values per share; profit from 
underwriting, interest, etc., and from investments, and dividend rates and dates, for 
the last ten years. Numerous other tables are also given in this invaluable compendium 
of insurance data. 


The INSURANCE INVESTORS’ INDEX will come to you handsomely bound in genuine 
black leather flexible cover, stamped in genuine gold, with gilt edges, book marker and 
thumb index for convenient reference. SEND YOUR ORDER NOW! 

Price, per copy, $7.50 
The book, with a year’s subscription to THE SPECTATOR, $10.00 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
243 WEST 39th STREET, NEW YORK 


CHICAGO BOSTON NEW ORLEANS 
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HILE practically all of the fire 

W companies with headquarters in 
San Francisco agree that the total fire 
premium income will be lower than last 
year, it is also generally conceded that 
early predictions as to the reductions 
were somewhat overestimated. Several 
offices reported that their indications 
are that the loss in business will be 
somewhere about 6 per cent. Losses 
have been about normal in most re- 
spects but a number of companies re- 
port that they have been favorable so 


far. 





Agents’ Meetings 

Following a conference with Presi- 
dent Eugene Battles on July 8, State 
Secretary Frank C. Colridge issued a 
statement on July 9 announcing that 
plans had been completed for seven 
regional meetings during the month of 
August by the California Association 
of Insurance Agents. 

Tentative dates and locations of 
meetings are: Aug. 8, Pasadena; Aug. 
18, Fresno; Aug. 19, San Jose (noon) ; 
Aug. 19, Watsonville or Santa Cruz 
(evening) ; Aug. 20, Stockton; Aug. 21, 
Auburn; Aug. 22, Petaluma or Santa 
Rosa. Besides the regular business and 
legislative questions for discussion, an 
urgent plea will be made at all meet- 
ings for the California organizations 


News of San Francisco and the Coast 


to send a large delegation to the na- 
tional convention at Dallas. 


Gross income of the International Re- 
insurance Corporation of Los Angeles 
will reach $2,721,000 for the first six 
months of this year, according to a 
statement made by Carl M. Hansen, 
president. Mr. Hansen reports that the 
excess of income over disbursements for 
this period will be more than $1,000,- 
000. Basing his opinion on the prog- 
ress the corporation has made, he now 
expects that the gross income for the 
year will exceed his early predictions 
and that it will run more than $6,000,- 
000. During the twenty-three months 
the company has operated up to the 
last of May, the corporation’s assets 
have increased from $3,000,000 to $8,- 
195,135. 





The Associated Indemnity Corpora- 
tion has announced that it will look 
upon the age limit prescribed in the 
State in which the automobile policy is 
written as governing when accidents 
occur in other States. There are wide 
variations in the laws of the different 
States as regards legal age limits, and 
this announcement indicates that the 
company has liberalized its coverage in 
this respect. 














Boston and Old Colony 
Advertising Display 
Considerable interest was manifested 
in the advertising display of the Bos- 
ton and Old Colony Insurance com- 
panies at the Local Agents’ Convention 
at Bretton Woods, N. H., last week. 
These companies were the only com- 
panies to have such a display and it 
was very evident that the local agents 
are interested in this sort of thing 
from the questions asked Raymond C. 
Dreher, advertising manager of these 
companies, who was present at the con- 
vention. The display included issues 
of “The Accelerator,” the companies’ 
house organ, as well as reproductions 
of the companies’ insurance newspaper 
advertising, and sales literature. All 
of this material was attractively ar- 
ranged and displayed on a screen sta- 
tioned near the entrance to the con- 
vention hail and groups of agents 
viewed it constantly. The publicity 
material prepared by Mr. Dreher is en- 
tirely different from that produced by 
any other company advertising depart- 
ment. It is modern and colorful and, 
best of all, it is producing results. 


Fine 
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Advertising Conference Com- 

mittee 

The Insurance Advertising Confer- 
ence has announced the complete per- 
sonnel of the committee in charge of 
the annual meeting at Milwaukee, 
Sept. 28-Oct. 1. 

Chauncey S. S. Miller is general 
chairman, assisted by Stanley Withe, 
for the Fire and Casualty Group, 
while L. J. Evans and Bart Leiper 
will sponsor the Life Group. 

Exhibits will be in charge of Ray 
Dreher, L. A. Welsh, M. Phelps, and 
H. V. Chapman. Trophy plans are 
being prepared by Miss Chloe Peterson 
and John Longnecker. 

A Publicity Bureau will be main- 
tained in the Headquarters Hotel, in 
charge of Harold E. Taylor. 





James T. Coen, Special Agent of the 
Home of New York, recently presented 
Local Agent Abe L. MacHatton of Palestine, 
Illinois, with a _ sterling silver medal in 
recognition of his having represented the 
Home for twenty-five years. 

AUSTIN, TEX., July 12—The Albany In- 
surance Company of Albany, N. Y., has 
been granted license to operate in the 
State of Texas. It is a stock fire company 
with capital stock of $350,000 and a surplus 
of $1,135,067. Beers, Kenison & Company 
of Galveston, will be the general agents in 
Texas. 
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Michigan Fire and Casualty 
Falling Off 





Industrial Depression Reflected 
in All but Life Insurance 
Throughout State 


LANSING, MICH., July 14.—Fire and 
casualy premiums will probably fall 
off from 25 to 30 per cent in Michigan 
this year as a result of the general in- 
dustrial depression, in the opinion of a 
prominent company official who has 
been making rather a close study of the 
situation. 

This State has admittedly been hard 
hit during the readjustment period 
which is still in progress and the result 
has been extremely damaging to in- 
surance, with the exception of the life 
end of the business, which has become 
increasingly popular from an invest- 
ment standpoint since the stock market 
collapse. 

Decreased inventories, deflated valu- 
ations, and the actual inability of a 
portion of the populace to pay prem- 
iums have undoubtedly cut deeply into 
fire company revenues while the cas- 
ualty carriers have perhaps been vic- 
tims of a general retrenchment policy 
to an even greater extent. 

While the company offices are hives 
of activity, according to this Michigan 
executive, this activity does not reflect 
inreased but decreased business. Hun- 
dreds of policies are being reduced as 
property-owners attempt to place their 
insurance on a basis commensurate with 
lowered realty valuations. This all 
necessitates added work so that it is 
difficult for the company managements 
to reduce their running expenses in any 
way. 





Ernest Sturm Sails for Europe 

NEw York, N. Y., July 17.—Sailing 
today on the North German Lloyd’s 
swift liner, “Bremen” were Mr. and 
Mrs. Ernest Sturm accompanied by 
their daughter Miss Ruth Sturm who 
is a student at Vassar, and their son, 
Kenneth E. Sturm. The Sturms will 
enjoy a two months’ trip through En- 
gland, Denmark, the Scandinavian 
peninsula, and part of the Continent. 
In Germany they will stop over in 


Oberammergau to view the Passion 
Play, and will later sail on the 
Bremen’s sister ship, Europa, from 


Cherbourg, arriving in New York on 
Sept. 15. Mr. Sturm is chairman of 
the boards of the Continental Insur- 
ance, Fidelity-Phenix, and other fire in- 
surance companies of the “America 
Fore” group, and also of the Fidelity 
and Casualty Company of New York. 
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Henry Swift Ives Assails Supporters 
of State Insurance Funds 
Arragns Measures as Examples of “Socialism for 


Profit,” Says Business Backers Are Lured by 
Thought of Material Gains 


NTIMATING that State interven- 

tion and participation in the in- 
surance business is arrant hypocrisy 
and unfairness, Henry Swift Ives, gen- 
eral counsel for the Association of Cas- 
ualty and Surety Executives, is the 
author of an article under the title of 
“The False Profits of Socialism,” pub- 
lished in the current issue of Nation’s 
Business. In no uncertain terms Mr. 
Ives scathingly arraigns industrial sup- 
port of such measures as “socialism for 
profit,” and warns such supporters that 
all industry is interdependent. 

Taking the most striking examples 
of government maintenance in insur- 
ance, workmen’s compensation lines, Mr. 
Ives points out the fallacy by which 
sound business men are lured into agi- 
tating for State funds as follows: “This 
capitalistic piracy of a chaste social- 
istic theory,” he says, “illustrates a 
new and fast developing phase of so- 
cialism in this country. I can think 
of no better term for it than socialism 
for profit. It snares many otherwise 
sound and conservative business men 
by holding forth the bait of material 
gains. They rush to support govern- 
ment ownership of the other fellow’s 
business, dazzled by the prospect of 
increasing the profits in their own. 
They are obsessed with the idea that 
they will gain some advantage if the 
government operates, controls or stern- 
ly represses some enterprise in which 
they are not personally engaged.” Mr. 
Ives continues with bitter sarcasm in 
saying that, when the tables are turned 
on these boosters, “how piercingly they 
shriek to high heaven to save them from 
the naughty socialists.” 

Mr. Ives dispels the sales theory of 
State insurance, that of providing com- 
pensation insurance to employers “at 
cost,” in saying that such arguments 
merely mask the exaction by industry 
of a subsidy from the general taxpay- 
ers. 
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“Government ownership inevitably 
leads to a substitution of government 
deficits for private profits, and these 
deficits must be met from tax reve- 
nues. The pages of our economic and 
political history are filled with the 
wreckage of government excursions 
into the realm of private business, from 
the days of turnpikes, canals and rail- 
roads down through the period of mu- 
nicipal lighting and telephone plants 
and into the wartime shipping board 
and barge line operations and bank 
deposit guarantees. 

“All have left a string of deficits be- 
hind them, deficits that had to be met 
by taxation. And, sardonically enough, 
it is the business man who bears the 
chief burden of that taxation.” 

Pointing out the various evils that 
inevitably arise through the bureau- 
cracy attendant upon such municipal 
ventures, such as inefficiency, laxity 
and discrimination, Mr. Ives declares 
that any small saving which may pos- 
sibly result from the first purchase of 
State insurance is overwhelmed in the 
fact that such insurers cannot offer 
the service necessary to good policy 
writing. 

Mr. Ives devotes no little sarcasm to 
the charlatanry of those business men 
who say that they purchase State in- 
surance in order to procure greater 
benefits for their employees, and con- 
trasts the clientele of risks in States 
where participation in workmen’s com- 
pensation insurance is sold on a com- 
petitive basis between State funds and 
private enterprise. In such cases, he 
says, no amount of cut rates on the 
part of the State funds is able to con- 
vince more than 18 per cent of the in- 
suring employees. In conclusion Mr. 
Ives declares that the present situation 
is not to be trifled with, and that it will 
continue making headway until sen- 
sible business men rise up and put a 
stop to the encroachments. 


, 





“Break” for Surety Men 


PHILADELPHIA, July 14—Har- 
old D. Saylor, deputy attorney 
general, last week advised Sec- 
retary of Banking Cameron that 
trust companies or other banking 
institutions have no right to act 
as surety for tax collectors. The 
ruling is highly pleasing to sur- 
ety men, who look for an in- 
creased bond business as a result. 











Standard Accident Makes 
McCredie N. Y. Manager 


Former Detroit Branch Manager 
Will Succeed Eugene Hord 
in City Post 


Following the resignation of Eugene 
F. Hord as vice-president, the Standard 
Accident Company of Detroit has ap- 
pointed G. I. McCredie as manager of 
its New York department. Announce- 
ment to this effect was made on Sat- 
urday by Paul M. Bowen, vice-presi- 
dent of the company, and Mr. McCredie 
assumed his new position on Monday. 

The new manager of the New York 
Department, has been manager of the 
Detroit Branch, and has been with the 
Standard about eleven years, having 
joined the company shortly after his 
discharge from the service after the 
World War. He is highly regarded 
by the officers of the company, and it 
was for this reason that he has been 
selected for the New York post. 

His first connection with the com- 
pany was in the capacity of manager 
of the casualty department in the office 
of FitzHugh and Robert A. Burns, 
general agents for the Standard in St. 
Paul. His work in this position re- 
sulted in his appointment as manager 
of the Standard’s Cleveland branch 
from which he was later promoted to 
the Detroit managership. 

Mr. Hord will remain with the com- 
pany for a short time before assuming 
his new duties as executive vice-presi- 
dent of the Fireman’s Fund Indemnity 
Company, in order to aid in familiariz- 
ing Mr. McCredie with the details of 
the business in the New York territory. 
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Eastern Casualty Merges 
with Federal L. & C. 





Boston Company Joins Detroit 
Organization for Expansion; 


Officers Take New Titles 


Boston, July 14.— Announcement 
was made this week that the Eastern 
Casualty of Boston has amalgamated 
with the Federal Life and Casualty of 
Detroit, Mich., the well known organ- 
ization of which V. D. Cliff, is presi- 
dent. The new deal became effective 
July 1, and was an entirely amicable 
and well planned arrangement. 

All of the agency force of the East- 
ern Casualty goes over to the Federal 
Life and Casualty, and the Eastern 
agents, which up to date have been re- 
stricted to writing health and accident 
only, will have the added life line with 
liberal contracts. At the present time 
the company is not admitted to Massa- 
chusetts but steps will at once be taken 
to secure its admission. 

President Horace Bean, of the East- 
ern, will become vice-president under 
the new arrangement and Hugh Turn- 
er, secretary of the Eastern, will be- 
come underwriter and claims manager 
for Massachusetts territory. W. W. 
Morse, who has been the leading spirit 
in the company’s organization in 
Northern New England, will continue 
to have charge of that territory, with 
the title of vice-president. 

The Eastern Casualty was organized 
by Horace Bean and Corwin McDowell 
some years ago and has furnished good 
protection here in New England for a 
number of years. While it is with re- 
gret that its many friends in this ter- 
ritory witness the loss of its name they 
are all agreed that the new arrange- 
ment will serve to strengthen and liber- 
alize the forms of protection they have 
to offer, and will prove a wise move for 
all concerned. 

President Bean through many years 
of service, is well-liked and highly re- 
spected among the insurance men of 
New England. 


George S. Penfield Dies 


George S. Penfield, manager of the 
railway and ticket department of the 
Travelers Insurance Company for 
many years, died Saturday in a Hart- 
ford hospital of heart disease, at the 
age of 73. Mr. Penfield’s career in the 
insurance business began with his as- 
sociation with the Railway Passengers 
Assurance Company in 1872, and at 
the time of his death was the com- 
pany’s oldest employee in length of ser- 
vice having served over a period of 58 
years. 
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Ernest H. Babbage 


Bankers Indemnity Adds to 
Executive Staff 





E. H. Babbage Appointed Vice- 
President J. L. Crowley to 
Manage Ohio Branch 


At a meeting of the board of direc- 
tors of the Bankers Indemnity Insur- 
ance Co. of Newark, held last week, 
Ernest H. Babbage was appointed vice- 
president according to the announce- 
ment of President H. P. Jackson. Mr. 
Babbage has been secretary since Jan. 
1, 1927. 

Entering the Casualty business in 
1910, Mr. Babbage has been connected 
with the Ocean Accident, The Globe 
Indemnity, the Commercial Casualty 
and the New York Indemnity Com- 
panies. He resigned the vice-presi- 
dency of the latter company to take 
charge of underwriting for the 
Bankers. 

At the same time Mr. Jackson made 
known the appointment of J. L. 
Crowley as resident vice-president in 
charge of the Ohio Branch Office. On 
July 15 offices will be opened on the 
6th floor of the Hanna Building in 
Cleveland. 

Mr. Crowley began his business 
career aS a newspaper man. Later he 
studied law, and then entered the Cas- 
ualty business as a claim adjuster for 
the AXtna in Ohio. Following this, he 
became claim manager for the Norwich 
Union in Ohio, which position he held 
six years. In 1926 he became branch 
office manager for the Norwich Union 
Indemnity, which he has resigned. 


Missouri State Fund Drive 
Progressing 
KANSAS CiITy, Mo.—Initiative peti- 
tions, asking for State insurance under 
the workmen’s compensation act, to be 
submitted to Missouri voters at the 
November elections, were filed July 2 





H. F. Weissenborn Dies 
After Heart Attack 





Sudden Death of Union Indem- 
nity Official Shocks Associates; 
Had Fine Career 


Following a heart attack, Henry F. 
Weissenborn, executive vice-president 
of the Union Indemnity group died sud- 
denly in his home in Maywood, N. J., 
early last Wednesday, July 9. His 
death came as a shock to his many 
friends and fellow associates in the in- 
surance world, for although he had not 
been in the best of health for some time, 
he had even been at his desk the day 
previous to his death. 

Born in 1886, Mr. Weissenborn later 
started his insurance career with the 
Great Eastern Casualty Company in 
1903, where he secured his position be- 
cause of his able penmanship, a dis- 
tinct requisite in those pre-typewriter 
days. His course with the Great East- 
ern was one of steady advancement 
and in 1913 he became assistant secre- 
tary, and in 1920, when the Union In- 
demnity reinsured the Great Eastern, 
he joined the Union Indemnity as resi- 
dent secretary of the latter’s eastern 
department. He was later promoted to 
vice-president, and in 1924 when he 
was placed in charge of the entire east- 
ern department, he had the distinction 
of being one of the youngest of casual- 
ty chief executives in the country. 

Besides being vice-president of the 
Union Indemnity Company, Mr. Weis- 
senborn was a vice-president in the In- 
surance Securities Company, the New 
York Indemnity Company, the LaSalle 
Fire Insurance Company, and _ the 
Bankers and Merchants Fire Insurance 
Company. He was also a director in 
the Insurance Securities, Union Indem- 
nity, Union Title Guarantee, Bankers 
and Merchants Fire, New York Indem- 
nity, and the Detroit Life Insurance 
companies. 

He leaves a widow, a son and two 
daughters. 

W. Irving Moss, president, and Mike 
M. Moss, senior vice-president, of the 
Union Indemnity group, both personal 
friends of Mr. Weissenborn, came from 
New Orleans to attend the funeral and 
expressed their deep personal concern 
in their associate’s death. 








with the secretary of state of Missouri. 
Signed by 40,368 voters in eleven of 
sixteen congressional districts, the pe- 
citions propose the repeal of section 25 
of the workmen’s compensation act 
which calls for insurance company 
insurance, and substitutes insurance by 
the state. All employers except self- 
insurers would have to buy state in 
surance 
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Beha Champions “Self 
Determination” 





National Bureau Head Says 
Public Interest Is Key 
of Independence 





Speaks at Bretton Woods 





Advocates Organized Effort and 
Majority Rule for Best 


Interests of Business 


Speaking at the dinner of the New 
England Association of Insurance 
Agents during the annual convention 
of that body in Bretton Woods, N. H., 
last week, James A. Beha, general man- 
ager of the National Association of 
Casualty and Surety Underwriters, 
went deeply into the subject of “Self 
Determination Insurance Wise,” and it 
is certain that his words made a firm 
impression on many, if not all, of his 
listeners. Mr. Beha stripped his talk 
of prologue, and came immediately to 
the heart of his talk by declaring that 
what he meant by the subject of his 
speech was the control of the insurance 
business by those in the business, and 
proceeded to explain how that control 
might be maintained, free from the 
danger of government interference. 

Drawing a comparison between the 
business of government and the busi- 
ness of insurance, Mr. Beha explained 
that both were fraught with public in- 
terest and majority rule, and conse- 
quently, the latter was also subject to 
the supervision of public officials. “The 
extent and severity of this regulation 
depends upon the degree and the man- 
ner in which we ourselves exercise self 
determination and conduct that busi- 
ness in the public interest.” 

Mr. Beha said that the members of 
the New England organization should 
determine what constituted the inter- 
ests of the organization as a whole, and 
of themselves, individually, and then 
establish such matters by discussion 
and majority rule. He went on to say: 

“An insurance agent has a duty to 
himself that is primary, that is funda- 
mental, but he is in a business charged 
with the public interest,” he therefore 
also has a duty to that business and 
that includes a duty to those who, like 
himself, are in that business. But in 
your determination of what is good for 
yourselves, individually, which is your 
interest, good for your organizations, 
your common insurance interest, you 
must not overlook the third interest 
and that is, the public interest. I will 
repeat, you can establish measures 
furthering your individual interest by 
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Bluffing the Burglar 


The American Surety Company 
and the New York Casualty Com- 
pany has issued five crisp sugges- 
tions for thwarting burglary op- 
erations in vacant homes during 
the vacationing season, as fol- 
lows: 

Notify the nearest police sta- 
tion of your absence. 

Make sure that deliveries of 
mail, milk, ice, papers, etc., are 
discontinued. 

Do not draw all the shades, as 
it indicates to the burglar that 
there is another home which he 
might loot with little likelihood of 
being disturbed. 

Make certain that all doors and 
windows are locked. While locks 
do not keep out the professional 
burglar, they frequently deter the 
amateur. 

Do not place a sign on the out- 
side of your home indicating that 
you are away. 











Latest Accident Reports Show 
Increase in Death Rate 


HARTFORD, CONN., July 15.—Latest 
figures reveal that approximately 1000 
more persons have been killed in auto- 
mobile accidents in this country the 
first half of this year than in the same 
period of last year, according to re- 
ports of State officials received here by 
the Travelers Insurance Company. The 
estimated fatality toll for the first half 
of the year is 13,500. 

This number of deaths on the basis 
of the motor vehicle fatality record last 
year is probably only 40 per cent of 
the actual number of persons who will 
meet death in automobile accidents 
this year. 





majority rule, promote your common 
business interest by majority rule, and 
so long as you keep in mind the third 
purpose, the public interest, and con- 
duct your part of the business in the 
public interest, public officials will not 
interfere. _But as I have previously 
said when you fail in that, it is their 
duty to interfere.” 

Mr. Beha cited the service rendered 
by the National Bureau as a proof of 
the fact that organization work ad- 
vanced the general standing of the 
business, and said that non-bureau 
members could not operate successful- 
ly if it were not for the stabilizing in- 
fluence of the bureau. He advised the 
New England agents to secure for 
membership every agent who was quali- 
fied to be a member of the organiza- 
tion, in order to make the serving of 
public interest more effective. 
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Fireman’s Fund Picks Hord 
as Executive V.-P. 





Prominent Casualty Executive to 
Manage Eastern Territory 
of Indemnity Branch 


An announcement of considerable 
importance to the casualty field was 
made late last week by President J. B. 
Levison of the Fireman’s Fund Group, 
when he made known the appointment 
of Eugene F. Hord, as executive vice- 
president of the Fireman’s Fund In- 
demnity Company in charge of its vast 
Eastern territory. All the States east 
of the Rocky Mountains with the ex- 
ception of a few under the direct juris- 
diction of the head office go into the 
making of this territory. 

This new appointment stands out 
among others of the large number of 
important company changes’ which 
have taken place in the insurance world 
during the past month as one of par- 
ticular interest. Mr. Hord has been 
vice-president of the Standard Accident 
Company of Detroit in charge of its 
casualty work in the metropolitan dis- 
trict for the last five years, and the 
quality of his service to this organiza- 
tion has been exceedingly high. Be- 
sides the fact that Mr. Hord is a prom- 
inent casualty contribution to one of 
the important fire groups, insurance 
men are interested in watching the de- 
velopment of the indemnity branch of 
the Fireman’s Fund group. 

Announced only last May by the 
Fireman’s Fund of San Francisco, the 
Fireman’s Fund Indemnity has a capi- 
tal of $1,000,000 and a surplus of 
$3,000,000 along with the prestige of 
the sixty-seven years experience of the 
parent company. Upon completion of 
its financial program which seems to 
be not very far off, the Fireman’s Fund 
Indemnity will write all casualty and 
surety lines throughout the United 
States. 

Entering the casualty business in 
1897 as a stenographer with the Union 
Casualty and Surety Company of St. 
Louis, Mr. Hord’s initial training was 
in the claim department of that com- 
pany.. Later he became a member of 
the claim department of the Maryland 
Casualty Company in Chicago, and re- 
ceived a great deal of experience with 
coal and iron mine losses as an investi- 
gator. In due time he was made man- 
ager of the Chicago claim department 
of the company, and later transferred 
to New York in the same capacity. 

In 1910, the Travelers brought Mr. 
Hord in to reorganize their claim and 
investigating departments in New 
York City, and a year later he was 

(Concluded on page 37) 
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Club House Administration Building 


To Agents and Brokers— 


Ata time when the course of business is still uncertain, the wisest 
plan to follow is to obtain unprejudiced, unbiased 








Power Plant 


and well-balanced advice from the 


Maryland Casualty Company 


Baltimore 


Print Shop Garage 








Our Company, with its many contacts in diversified fields, is always ready to give Service. 














A Vacation 
at Old Point Comfort for 
Peoria Life Agents 


The vicinity of Old Point Comfort, Virginia, breathes 
an atmosphere of rare historical associations. The shade 
of that hardy adventurer, Capt. John Smith, moves in 
the ruins of the first permanent English settlement in 
America, at Jamestown. Fiery Patrick Henry thundered 
his protest against the Stamp Act at Williamsburg. 
American independence was won when Cornwallis sur- 
rendered at Yorktown. 


In these impressive surroundings, the members of the 
Hundred Thousand Club, Two Hundred Thousand Club, 
and Quarter Million Club look forward eagerly to a 
pleasant vacation next month. They will gather from 
coast to coast, their Company’s guests. Lighter diver- 
sions are available in abundance—golf, sea bathing, 
every form of enjoyable recreation. 


The Peoria Life clubs affect the Company’s agents in 
two ways—both good. By strict requirements for mem- 
bership, they encourage the highest professional stand- 
ards of underwriting and service. By offering a worth 
while incentive for consistent production, they stimulate 
Peoria Life agents to realize more fully the earning 
possibilities of their own talents and this great business. 
They are an important part in the program of Service 
that helps Peoria Life agents make good. 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 
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‘‘We want 2,000 copies.. 


w1T WILL BE OUR OFFICIAL TEXTBOOK!” 





WALTER CLUFF’S 


course of study in 


LIFE 
UNDERWRITING 
EFFICIENCY 


Now ready 
in book form 











Send for this 
Book today. 
Your money 
back if you 
don’t profit 
by reading it! 


EDITION LIMITED ! 


O wrote the official of 

a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency, which has just 
come off the press. 

Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 
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THE INSURANCE FIELD 


Box 617, Louisville, Ky. 
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Radio Promotes Safety 
in Connecticut 





Broadcasts from Travelers’ 
Unit Attempt to Solve 
Traffic Enigma 





Robbins Stoeckel Speaks 





Motor Vehicle Commissioner 
Points Out Causes of Acci- 
dents: Appeals for Care- 
ful Driving 


In an effort to promote a greater de- 
gree of highway safety in Connecticut, 
the Motor Vehicle Department of that 
State is making use of the radio in a 
direct appeal to the public. This ap- 
peal is being made weekly through a 
series of news announcements broad- 
cast by The Travelers radio station, 
WTIC. 

Robbins B. Stoeckel, Commissioner of 
Motor Vehicles in Connecticut, intro- 
duced the series of radio appeals by a 
talk over WTIC on June 5, and out- 
lined the plan by which the Depart- 
ment would present to listeners of The 
Travelers station some of the problems 
of present-day motor vehicle traffic. 
The purpose of the series of announce- 
ments is to inform the public of the 
ways in which it can help solve traffic 
problems and thereby reduce the toll 
from accidents. Newspapers in the 
State are cooperating in the endeavor 
by printing resumes of the news 
announcements made over the air each 
Thursday. 

According to Commissioner Stoeckel 
80 per cent of all motor vehicle acci- 
dents and mishaps occur because of 
some personal kink in conduct caused 
by the lapse of attentiveness to the job 
of driving. What the State of Con- 
necticut wants of the listeners, it was 
pointed out by Commissioner Stoeckel, 
is a self-analysis in the light of what 
he hears in the radio news announce- 
ments. The first bulletin broadcast 
warned listeners of the number of per- 
sons who probably would be killed and 
injured by automobiles in this State 
during the month of June, and it was 
pointed out that reckless driving would 
cause a great many of the accidents. 
Another announcement dealt with 
courtesy of automobile drivers, and 
said that through simple courtesy on 
the part of motorists in busy traffic 
many serious accidents could be pre- 
vented. Such dangers as passing 
standing trolley cars and parked auto- 
mobiles from behind which pedestrians 
are likely to appear were emphasized. 


Persons in the age group of 40, 45 
and 50 were warned in another an- 
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Advertising a Thief 


In the current issue of the 
Standard Accident Company’s 
“Standard Cog” there appears the 
following interesting news pick: 

Startling news usually blares 
forth in front-page streamers 
and front-page columns. Seldom 
is it found hidden in a display 
advertisement. It was sent to us 
by R. J. Kubat of the Chicago 
office and appeared in the Cedar 
Rapids Evening Gazette and Re- 
publican: 

“If You Live on Grande Ave- 
nue—Guard Your Valuables To- 
night!’ ran the head. 

Jimmy Hartigan, safe cracker, 
plans to rob some home on Grande 
Avenue tonight. Guard your wall 
safes or send your valuables to 
the bank. Jimmy’s’ educated 
right hand can crack any crib in 
the city. Police have _ been 
notified and will establish special 
patrols. 

Jimmy will know why I have 
inserted this ad. I’m going to 
keep him straight if I have to 
send him back to prison. 

ALIAS FRENCH GERTIE. 

An imaginative agent would 
have clipped this ad and shown it 
to all his burglary prospects. 











nouncement about walking on the high- 
way, and in this connection the Depart- 
ment said that pedestrians of such ages 
lead all others in getting into serious 
trouble with motor vehicles, and that 
more persons were killed and injured 
at these ages than any other three 
ages. The importance of taking care 
of children in traffic conditions was also 
cited in view of the Department’s ex- 
perience showing that half of all the 
children killed by motor vehicles in the 
State last year were less than eight 
years old. 

In 1929 there were 466 persons killed 
in motor vehicle accidents in Connec- 
ticut, which was the same as the num- 
ber of fatalities reported the preceding 
year. 

The Department was forced to sus- 
pend operators’ licenses to the number 
of 11,097 during 1929, and in a report 
of the Department’s activities for the 
year it was pointed out that the neces- 
sity to suspend licenses of operators 
has increased steadily, with reckless- 
ness and deliberate attempts to violate 
laws and regulations being the chief 
reasons for such disciplinary action. 
During the last six months of last year 
the number of operators’ licenses sus- 
pended because of failure to give proof 
of financial responsibility was 238. 
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Llyods Casualty Appoints 
Dowell Pacific Manager 





Former Commercial Union 
Group Executive Widely 
Known in Coast Circles 


Bert L. Dowell, widely known in Los 
Angeles insurance circles, has been ap- 
pointed manager of the Pacific Coast 
Department of the Lloyd’s Casualty 
Company, with headquarters in Los 
Angeles. For the past three years, Mr. 
Dowell has been vice-president and 
general manager of the Eureka Casual- 
ty Company of that city. 

Mr. Dowell, now in his middle for- 
ties, is a native of Denver, but was edu- 
cated in the schools of Omaha, and at- 
tended the University of Nebraska, and 
has had fourteen years of experience 
in the insurance business on the Pacific 
Coast where he had become a promi- 
nent executive. In 1906 he opened an 
agency in Houston, Tex., but two years 
later went to Los Angeles where he de- 
termined to enter the insurance busi- 
ness, eventually. 

In 1916 he became general agent for 
the California Insurance Company for 
automobile business at San Francisco, 
and later took on the other members of 
the Commercial Union group to build 
up the largest automobile business on 
the Coast. When the Columbia Casual- 
ty Company entered California in 1920, 
Mr. Dowell established it in connection 
with the fire companies of the Commer- 
cial Union group. Four years later 
the Commercial Union joined the man- 
agement of the automobile department 
with that of the fire department, and 
appointed Mr. Dowell resident manager 
for the fleet, including the Columbia 
Casualty at Los Angeles. 


Able and conscientious agents 
whose aim is to build a last- 
ing business appreciate the cus- 
tomer-satisfying service of the 


MASSACHUSETTS 
BONDING and INSURANCE 


COMPANY 


T. J. FALVEY, President 


SURPLUS TO POLICYHOLDERS 
OVER TEN MILLION DOLLARS 


Fidelity and Surety Bonds 
and Casualty Insurance 


Casualty, Surety, Ete. 
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NEW SHENANDOAH 
POLICIES 






An added source of income to you and a new way 
of instilling ideas of thrift in the men and women 
of tomorrow. 


CHILD’S POLICIES 


They go into full benefit at the age of 5. With 

these new policies, you can offer your clients ab- 

solutely the latest, most modern and complete in- 
surance program for children. 














Write us for information. 





CHARLES E. WARD, Agency Manager 








Shenandoah Life Insurance Company 
ROANOKE, VIRGINIA 


R. H. ANGELL E. LEE TRINKLE Ww. L. ANDREWS 
President Vice-Pres. Secty.-Treas. 


(Former Gevernor of Virginia) 





































THE COURAGE, 
ENERGY AND PRO- 
GRESSIVENESS OF 
YOUTH GUIDED BY 
THE KNOWLEDGE 
AND WISDOM OF AGE. 
BEAT THAT! 


WRITE TO 





Federal Surety Company 


“THAT YOUNG COMPANY” 
W. L. TAYLOR 








Home Office Davenport, Iowa 












CASUALTY SURETY 


GUA RDIANWICASUALTY 
COMPANY 
of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assured’s 
participation in profits. Writing all types 
of the following classes of Insurance and 


Bonds. 



























ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 
Agencies Open in the Following States 


















MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 

VERMONT OHIO 

RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS LOUISIANA 





DELAWARE 
MARYLAND 
NEW JERSEY 






























Stand with the Courier 


THE “‘safety island’’ affords the pedestrian a 
safe stand and protection against the hazzards 
of speeding traffic. 

COMMONWEALTH full coverage, merit rated 
auto contract affords the motorist similar pro- 


STAND with the Courier safe out of the stream 
of competitive ‘‘traffic’’ —take on a Common- 
wealth Agency and watch your business grow. 


Commonwealth Casualty Co. 


(OLDESF PHILADELPHIA CASUALTY COMPANY) 











W. FREELAND KENDRICK 





+ Cy ed eed eed 











THE SPECTATOR 
July 17, 1930 































Nation-wide Hook-up Set 
for Safety Address 





W. H. Cameron, Safety Council 
Head, to Describe Modern 
Work Over N. B. C. Network 


CuHIcaGo, July 16.—An inside picture 
of modern safety at work is to be given 
by W. H. Cameron, managing director 
of the National Safety Council, widely 
known pioneer of the safety movement, 
as the concluding number of the Third 
Universal Safety Series, in a talk over 
a network of 23 National Broadcasting 
Company associated stations, Friday, 
July 18 at 7.15 p.m. eastern daylight 
saving time. 

Mr. Cameron, the first managing di- 
rector of the Council when it was or- 
ganized in 1912, is still at the helm and 
is one of the outstanding men in the 
safety field. His staff has grown from 
two stenographers to a force of 115 
executives, engineers, editors, artists, 
librarians, statisticians and office assis- 
tants. There was only a handful of 
members in 1912. Today there are 5400. 
He has seen the movement develop 
from a rather vague dream to a real 
live force in the institutional life of 
the nation, and has watched with in- 
terest and satisfaction the spread of or- 
ganized safety work in all parts of the 
civilized world. 

The Third Universal Safety Series is 
sponsored by the National Broadcast- 
ing Company in cooperation with the 
National Safety Council and associated 
local councils. It began April 25. Ad- 
dresses by noted leaders alternated 
with safety dramatic sketches in mak- 
ing up the 13 week program. 

Three 13-week broadcasts have been 
given under similar auspices during the 
past year and a half. To further spread 
the safety message the Council has sent 
out over 900,000 copies of the various 
programs to radio fans and members 
who requested copies. The weekly aver- 
age ran a little better than 23,000 
copies on the 39 programs which have 
been given. 

Stations participating are: 

WENR Chicago; WOC Davenport; 
KOA Denver; WBAP Fort Worth; 
WJAX Jacksonville; KECA Los An- 
geles; WHAS Louisville; KSTP St. 
Paul; WIOD Miami; WEAF New 
York; KGO Oakland; WCAE Pitts- 
burgh; KGW Portland; WFI Philadel- 
phia; WJAR Providence; WPTF Ra- 
leigh; WRVA Richmond; WOAI San 
Antonio; KOMO_ Seattle; WEBC 
Superior; KSD St. Louis; WFLA 
Tampa; WRC Washington. 


BALTIMORE, July 15—A service office in 
k idelity and Deposit Company of Maryland. 
The office will be under the supervision of 
James K. Knox, special representative. 
THe Specrator 
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Des Moines, lowa, has been opened by-The - 
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E. V. Mills to Fireman’s Fund 


SAN FRANCISCO, CAL. July 16.— 
Edward V. Mills, former vice-president 
and secretary of the Public Indemnity, 
and prior to that time, secretary and 
treasurer of the Constitution Indemnity, 
is to be secretary of the Fireman’s 
Fund Indemnity of San Francisco at 
its head office according to announce- 
ment made by President J. B. Levison. 
Mills, prior to joining the Constitution 
was associated with the Pacific Coast 
office of the Royal Indemnity for a 
number of years. 
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Burglary Rates Soar in Iowa 


DES MOINES, Iowa, July 14—Bank 
robbery insurance rates in Iowa have 
been raised approximately 200 per 
cent, effective from June 29, agents for 
insurance firms here announce. The 
former basic rate in Iowa was $1.00 
per $1,000. This rate varied from 20 
per cent more to 40 per cent less, de 
pending on circumstances. The new 
rate will approximate from $2.50 te 
$3.00. 

This rate applied only to banks 
which carry burglary and robbery in- 
surance as a separate item. Most of 
the larger banks in the State carry 
blanket bond policies, which cover all 
tvpes. of possible losses. 

Frequent bank robberies are said to 
be the cause of the advance in rates. 
It is announced that daylight bank 
robberies in Iowa, Minnesota, the Da- 
kotas and Nebraska have been so ex- 
tensive in recent months as to arouse 
the keenest interest in the future. 
Peace officers are alert all over the 
country to the situation and every pre- 
caution possible is being taken. The 
situation has again brought to the 
front a discussion of the need of a 
state constabulary. 


HORD JOINS FIRE- 
MAN’S FUND 


(Concluded from page 33 


placed in complete charge of this work. 
Once again, in 1914, he returned to the 
Maryland Casualty Company, and re- 
mained as vice-president and general 
manager of the New York office of that 
company until he went over to the 
Standard in 1925. 

Along with his personal duties, Mr. 
Hord is a member of the executive 
committee of the National Bureau of 
Casualty and Surety Underwriters, 
and here shows his keen interest in 
conference and committee work. A 
few years ago he served as chairman 
of the New York committee on acqui- 
sition costs. 
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Willard Case Joins Public 
Indemnity in Phila. 





Elected Vice-President and Secre- 
tary Succeeding E. V. Mills 


At the monthly meeting of the board 
of directors of the Public Indemnity 
Company on Tuesday, the election of 
Willard L. Case as vice-president and 
secretary came almost simultaneously 
with the announcement that Edward V. 
Mills had resigned the post to join the 
Fireman’s Fund of San Francisco as 
secretary of that company. Mr. Case 
will assume his new duties next Mon- 
day, July 21. 

Born in Plainfield, N. J., Mr. Case 
was educated at the Peddie School in 
Highstown, N. J., and at Brown Uni- 
versity. Following his graduation from 
the latter, he took engineering courses 
at Columbia, and for many years was 
associated with the engineering field. 

He was for five years vice-president 
of the Independence Indemnity Com- 
pany, and is actively connected with 
several Philadelphia corporations. He 
is president and director of the Morris 
Plan Bank of Philadelphia, and of the 
General Contract Purchase Corpora- 
tion, and is resident partner in Phila- 
delphia of the Miller, Franklin and 
Company, consulting engineers and 
economists of New York, and a director 
in the Industrial Bancmanagement 
Corporation of New York. He is alsoa 
member of several prominent clubs 
and societies in New York and Philadel- 
phia. 


Darby Day Closes Deal 


CHICAGO, ILL., July 15. — The deal 
whereby the Chicago Fidelity and Cas- 
ualty Company of Chicago, through 
Darby A. Day, its president, and The 
Darby Day Investment Corporation, 
came into control of the Automobile 
Underwriters Insurance Company of 
Dallas, was formally closed last Satur- 
day in Dallas when Mr. Day was 
elected president, and J. B. McCutchan, 
secretary of the Chicago concern, was 
elected secretary and treasurer. 

G. W. Baillio, who has been vice- 
president and general manager con- 
tinues as a vice-president, and will 
operate the company in Dallas until a 
final decision is made as to whether to 
move its headquarters to Chicago as a 
separate unit, or to merge it with other 
units of the Chicago Fidelity and Cas- 
ualty fleet. 

This is the third acquisition for the 
account of the new Chicago concern 
completed by Mr. Day. 





BALTIMORE, July 15—Harrison Ride: 
state ipsurance. commissioner. last week 
licensed The Merchants Indemnity Corpora- 
tion, of New York, to do business in Mary- 
land. The company will write liability, 
workmens’ compensation, ete. 
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Names or CoMPANIBS 
Names OF CoMPANIES 


TWENTY-EIGHT LIFE INSURANCE COMPANIES FROM 1910 TO 1929, INCLUSIVE 
TWENTY-EIGHT LIFE INSURANCE COMPANIES FROM 1910 TO 1929, INCLUSIVE. 


Ave. (28 companies)................+06- 





PER CENT TO MEAN POLICIES IN FORCE OF TERMINATIONS BY LAPSE OF 





Ave. (28 companies)........ 


a 





Mutual of New York............. 

National Life............. 

New England....... 

ok eee ee 

Northwestern Mutual...... 

Pacific Mutual............. 

Penn Mutual. ... 

Phoenix Mutual.. 

Provident Mutual 

Prudential... .. 

State Mutual..... 
RE Ee ee eR 
SE on sits aaeesssaes econo ale 
et na. 


POI sia iiech o's o.00%:+ 5:6 
Mutual Benefit................ 


Guardian, New York.. 
Massachusetts Mutual........... 


Home Life........... 


Equitable, Des Moines 
John Hancock........ 


Connecticut General. 
Connecticut Mutual. 
Equitable, New York 


Aetna Life.......... 
Berkshire.......... 











PER CENT TO MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER OF 








Prudential...... 
State Mutual.... 


Bachan) Beaeth oo evoonseevoreeennss 
National Life....... 


Connecticut General. 
Connecticut Mutual. 
Equitable, Des Moines 
Guardian, New York.. 
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Insurance & In the Legislatures 
and in the Courts 


T the Conference of Governors re- 

cently held in Salt Lake City, 

Governor F. D. Roosevelt, of New York, 

advocated unemployment insurance and 

legal provision for retirement in old age. 
* * * 

A decision of the Supreme Court of 
New York was recently reversed by the 
Appellate Division in a case in which 
a bond was offered in an authorized 
company, but which was refused ap- 
proval by the court. The Appellate 
Division held that the certificate of sol- 
vency issued by the State Superinten- 
dent of Insurance must be regarded as 
conclusive evidence of the company’s 
solvency and its sufficiency as a surety 
or guarantor. 

—_ = 

The State Corporation Commission 
of Virginia has granted the Mutual 
Assurance Society of Virginia exemp- 
tion from the terms of the fire insur- 
ance law of the State, holding that 
provision for such exemption has been 
made by the State Legislature. 


* * * 


A woman who was walking upon a 
road and was struck by an automobile 
declined assistance and asserted that 
she was not hurt, and refused to give 
her name. The driver did not learn 
that she had been injured until three 
months after the accident, and notice 
to the insurance company at that time 
was held to be sufficient under provi- 
sion of the liability policy requiring 
immediate notice to the company “of 
any occurrence which might result in 


a claim” against the driver. 
* bo * 


The Illinois Supreme Court has de- 
cided that a stock insurance corpora- 
tion located outside of Illinois, which 
is authorized to do both life insurance 
and accident and health insurance in 
the State in which it was incorporated, 
but whose shares of stock have no par 
value, is entitled to transact accident 
and health insurance business in IIli- 
nois on complying with the statutory 
requirements of the State, without 
qualifying for the transaction of a life 
insurance business therein, notwith- 
standing that the statutes of Illinois 
require the stock of domestic corpora- 
tions to have a par value. 

. * ok oe 

The Nebraska Labor Department has 
held that a Y. M. C. A. secretary, in- 
jured while playing hand ball in the 
gymnasium of the association, is en- 
titled to compensation if injured under 
those circumstances. 
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The United States District Court of 
the Western District of Missouri has 
granted a temporary injunction to pre- 
vent the State Superintendent of In- 
surance from interfering with a pro- 
posed increase of 16% per cent in pre- 
mium rates by 157 stock companies 
writing fire and allied lines. The in- 
junction, while giving the companies 
the temporary right to collect higher 
premiums, provides that excess pre- 
miums received by the companies under 
the rate increase shall be impounded 
pending the permanent settlement of 
the dispute over rates. 

oe 2+ ‘ 

The Legislature of Maine will hold a 
special session beginning Aug. 5 to 
receive and act upon the report of the 
special committee on revision of the 
statutes. 

* * * 

In a case decided in the Pennsylvania 
Supreme Court it was held that an in- 
demnity insurance company, by defend- 
ing a suit against the insured under a 
provision of the policy which provided 
therefor, was estopped from denying 
liability to the insured for the amount 
of the judgment prior to satisfaction 
under another provision of the policy 
which prohibited actions against a com- 
pany except to cover an amount paid 
in satisfaction of the judgment. 

* * * 

In the Supreme Court of Pennsyl- 
vania, which was called upon to _in- 
terpret whether under an accident in- 
surance policy a motor-cycle is either 
an automobile or motor-driven car, it 
was held that a motor-cycle was not 
a motor-driven car. 

* * x 

In the Louisiana Legislature, House 
Bill 480, to amend the fire marshal’s 
act and levy a tax of % per cent on 
fire premiums for the support of the 
fire marshal, was rejected. 

x * * 

The Safety First Fire Insurance 
Company of Chicago has been placed 
in the hands of the Attorney General 
for voluntary liquidation. 

-— & 

A committee to investigate tax sub- 
jects was recently authorized by the 
Massachusetts Legislature. 

a” * cg 

The Insurance Department of Ken- 
tucky has ruled that in the case of the 
writing of automobile insurance in con- 
nection with a finance account under a 
master policy, in Tennessee, certificates 
covering cars in Kentucky must be 
countersigned by a Kentucky agent. In 
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fact, the Department holds that both 
certificates and master policy .should 
be countersigned by a licensed agent in 
Kentucky, and quotes the following sec- 
tion (762a—20): “No insurance com- 
pany shall write, place or cause to be 
written or placed, any policy or con- 
tract for direct insurance upon any 
property in this Commonwealth, except 
through an agent licensed in this Com- - 
monwealth.” 
* * *x 

At the next session of the Maryland 
Legislature, it is anticipated that a bill 
which has been formulated by volun- 
teer fire companies will be introduced, 
the purpose being to tax fire insurance 
companies 2 per cent’ in order to im- 
prove fire protection in rural sections 
of the State. 

* * * 

An unusual question of national and 
even international interest was raised 
at the last sitting of the Supreme Court 
of Texas in a motion for rehearing in 
a case styled Home Insurance Company 
et al vs. C. J. Dick from Galveston. 

A Mexican insurance company in- 
sured a tug owned by Dick for $35,000, 
and it burned in the harbor at Tampico, 
Mexico. The Home and Franklin in- 
surance companies had reinsured it. 
Suit was brought in Galveston and 
judgment was given in favor of Dick to 
recover on his policies. The United 
States Supreme Court reversed that 
judgment, which had been affirmed 
through the Texas appellate jurisdic- 
tions, holding that the contract was 
made in Mexico and that the Texas 
statutes did not govern, and ordered 
the case remanded to the Texas Su- 
preme Court which, in turn, remanded 
it to the Galveston District Court. 

It is contended by counsel for the 
insurance companies that the Texas 
Supreme Court should have reversed 
and rendered judgment for the insur- 
ance companies instead of remanding 
the cause for another trial in the court 
below. The argument advanced is 
that the United States Supreme Court 
always remands a case to the State 
court of highest jurisdiction for it to 
render judgment not inconsistent with 
the opinion of the Federal tribunal, 
and that that is what should have 
been done in this case. Insurance com- 
panies will watch the final disposition 
of the case with much interest because 
of the unusual question of court pro- 
cedure involved. 

* * * 

The Kentucky Court of Appeals has 
held that a contract to furnish legal 
services to an automobile owner con- 
stitutes an insurance contract, and a 
corporation engaged in the business 
ef issuing such contracts is an in- 
surance corporation and must comply 
with the insurance statutes. 
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Aetna C.&S., Hartford. . 
Conning & Co., Hart.. 
Curtis & cone, N.Y. 


Aetna Ins. (Fire) Hart. . 
Conning & Co.,Hart. . 
Curtis & Sanger, N.Y. 


Aetna Life, Hartford... 


Conning & Co., Hart.. 
Curtis & Sanger sp x. 
Amer. Equit., N 


W. Wall. Lyon & Co.. 
American Ins., Newark. 


Ce See 
Curtis & Sanger, N.Y. 


Milliken & Pell, Nwk. 
American Surety, N. Y 
Curtis & Sanger, N.Y 


Auto Ins., Hartford... . 


Conning & Co., Hart.. 

Curtis & Sanger, N.Y. 
Bokrs. & Shiprs, iy 

A, BI 6560.2 ves 


Curtis & Sanger, N.Y. 


Balt.-Amer., N.Y...... 


C. Sincere & Co.,. Chi. 


Boston Casualty, Bos.. . 
C.A. Day & Co.,Bos.. 


H.D.Knox&Co.,Bos. . 


Boston Ins., Boston... . 
C. A. Day & Co., Bos. 


H.D.Knox&Co.,Bos. . 


Bronx Fire, N. Y...... 


W. Wall. Lyon & Co.. 
SS Fire, Brooklyn 


W. Wall. Lyon & Co.. 
Carolina Ins., Wilm'n. 
By ROS 0 535:5.0.5 


Curtis & Sanger, N.Y. 


Chi. F.&M., Chicago. . . 


C. Sincere & Co., ae J 


od re + Y., i ae 
canbe ‘Nati. Life, 
ae eee 
C. A. Day & Co., Inc., 
Boston. . 
H.D. Knox&Co..Bos.. 
Conn. Gen. Life, Hart. . 
Conning & Co., Hart. 


Curtis & Sanger, N.Y. 


Continental Cas, Chi... 


C. Sincere & Co., Chi 

Curtis & Sanger, <b 
Continental Ins., N.Y.. 
Eagle Fire, Newark. . 
Emp. Reins.,Kan. City . 
— Ins. Co. of A Am., 


Fid.-Phen. Fire, N. Y... 
Firemen’s Ins., Nwk.... 
eee 


Curtis & Sanger, N.Y. 


Milliken&Pell, N’r’k.. 
Franklin Fire, Phila.(N.) 


eee 
Curtis & Sanger, N.Y. 
Glens Falls, Glens Falls . 


eee 

Curtis & Sanger, N.Y. 
Globe & Rutgers, N.Y.. 

Curtis & Sanger, N. v3 
Globe Ins., Pittsburgh. . 


W. Wall. Lyon & Co.. 
Great Amer. Ins., Inc. 
eae 
RRGIIOR: 65.005 00s 
Curtis & Sanger, N.Y. 
Hanover Fire, N.Y..... 


BR S055 5 ey 
Curtis & Sanger, N.Y. 
Harmonia Fire, Buffalo . 
Curtis & Sanger, N.Y. 
Hart. Fire, Hart....... 
Conning & Co., N.Y.. 
Curtis & Sanger, N.Y. 
Hartford Steam Boiler & 
Inspn., Hartford... 
Conning & Co., N.Y.. 
Curtis & Sanger, N.Y. 
Home Ins., New York. . 
Hudson Cas., J. City. . 
Imp. & Exp., N.Y...... 


Indep. Fire, Phila. ..... 
W. Wall. Lyon & Co.. 
Ind. Indem., Phila..... 
W. Wall. Lyon & Co.. 
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Ins. Co. of N.A., Phila. . 
Kan. City. Life, Kan. C. 
Knickerbocker Ins.,N.Y 
W. Wall. Lyon & Co.. 
Lincoln Nat. Life, Fort. 
Wayne, Ind....... 
Conning & Co., Hart.. 
Lloyds Cas., N.Y....... 
Maryland Cas., Balt.... 
Mass. Bd. & Ins., Bos’n. 


C.A. pada Inc, 


Bos 
HD. Knox &é Co Bos 


Mer. & Man. Fire, N’ rk 


W. Wall. Lyon & Co., 


A. hae co Mielke 


C. Sincere & Co., Chi. 
National Cas., Detroit... 

C. Sincere & Co., Chi. 
Natl. Fire, Hartford. . 


Conning &Co., Hart. 
Curtis & Sanger, N.Y. 
Nat’! Liberty, N.Y..... 
Bi SORRIOD 3.0: 50 patie 
C. Sincere & Co., Chi. 


Curtis & Sanger, N.Y. 
Nat'l Surety, N.Y. . 
Nat’! Union Fire, Pitts... 
N. Eng. Fire, Pittsfield. 


C. A. Day & Co., Inc.. 
ee Ee 
H.D. Knox & Co.,Bos. 
N. Hamp. Fire, Man... 


os Day & Co., Inc., 


H.D. Knox & Co.,Bos. 
N.Y. Fira N.Y :. 05.5 
W. ig Lyon & Co., 
a oe 


New Wor Life, 
Spokane, Wash. . 
C. Sincere & Co., Chi . 


Old Colony Ins., Boston 
C. A. Day & Co., Inc., 
eee 
H.D. Knox & Co.,Bos. 


Pacific Fire, N.Y....... 


People’s Natl. Fire, N.Y. 
Curtis & Sanger, N.Y. 


Phoenix Ins., Hart. .... 
Conning & Co., Hart. 


Curtis & Sanger, N.Y. 


Presidential F.&M.,Chi. 


C. Sincere & Co., Chi. 
Prov., Wash., Prov..... 


H.D. Knox & Co.,Bos. 
Rhode Is. Ins., Prov.... 


oS Day & Co., Inc. 


H.D. Knox & Co.,Bos. 
Republic Fire, Pitts... . 


ig Lyon & Co., 
Reins. Life of Am., Chi. 
C. Sincere & Co., Chi. 


Security Ins. Co. of New 
Haven, New Haven 


Curtis & Sanger, N.Y. 


Springfield F. & M., 
Springfield, Mass. . 


C. A. Day & Co., Inc., 


DOM oc icisnc cn 
H.D. Knox & Co.,Bos. 


St. Paul F. & M., St.P.. 


Curtis & Sanger, N.Y. 
Stuyvesant Fire, N.Y.. 
eS ee 
Sylvania Ins. Co., Phila. 
W. Wall Lyon & Co., 
CS fe ee 
Travelers Ins., Hart.. 
Conning & Co., Hart. 
Curtis & Sanger, N.Y. 
United Life & Acc. Ins. 
Co., Concord...... 
C. A. Day & Co., Ine. 
PMN ocd cesie 


H.D. Knox. & Co., Bos|...........|.... 


U. S. Fidelity & Guar- 
anty, Baltimore... . 
U. S. Fire, New York... 


U.S. Mer. & Ship., N.Y . 
Curtis & Sanger, N.Y. 

Vir. F.&M., Richmond.. 
A BURIB: a 0.o0sia cs 

Westchester Fire, N. Y. 
ee 
Curtis & Sanger, N.Y. 
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a. Includes $0.57 gain from Mixed Claims Commission. 
b. 5000 shares preferred $100 par; 100,000 shares common $5 par. 


s. Stock dividend. 
d. Includes $12.29 gain from Mixed Claims Commission. 
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The Investor’s Standpoint 
<4 By Scof » 


A fourteen million dollar increase 
in fire losses in this country during the 
first five months of 1930, as reported 
by the National Board of Fire Under- 
writers, is additional proof that such 
fire losses invariably increase when 
general business enters a period of de- 
pression, according to Frederick I. 
Ettlinger, president of the Empire Fire 
Insurance Company of Brooklyn. 

“A graph chart of the past decade 
will show definitely that this trend of 
fire loss totals per year is in reverse 
ratio to the upward or downward trend 
of general business prosperity. For 
instance, during the years of our great- 
est prosperity—that is, from early in 
1926 to the latter months of 1929— 
fire insurance losses have shown an 
annual decrease, with losses for 1929 
approximately $100,000,000 less than 
for 1926. On the other hand, the year 
1920, which bore the brunt of the near- 
est previous depression period, suf- 
fered a fire loss increase of more than 
$125,000,000. 

“What is the cause of this? It is 
simply that acts of commission—that 
is, deliberate arson—and acts of omis- 
sion—that is, carelessness—increase 
when business conditions are poor. 

“Tt is not difficult to explain why the 
unscrupulous type of business man 
sometimes resorts to deliberate incen- 
diarism as a way out from his busi- 
ness losses, nor is it necessary to ex- 
plain why such acts become more fre- 
quent during ‘hard times.’ It is one 
of the evil practices of the modern day 
world, which fortunately, is gradually 
decreasing through the closer coordi- 
nation of Government officials and in- 
surance companies. 

“But that carelessness and thought- 
lessness in regard to fire hazards, in- 
crease during dull business periods, is 
an interesting, if unpleasant fact.” 


Life Sales for June 
(Concluded from page 9) 


1929. The Association’s compilation 
aggregates the new business records— 
exclusive of revivals, increases and 
dividend additions—of forty-four mem- 
ber companies which have 82 per cent 
of the total volume of life insurance 
outstanding in all United States legal 
reserve companies. 

For June, the total new business of 
all classes written by the 44 companies 
Was $1,144,432,000 against $1,098,983,- 
000 during June of 1929—an increase 
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of 4.1 per cent. New Ordinary insur- 
ance amounted to $725,725,000 against 
$750,228,000—a decrease of 3.3 per 
cent. Industrial insurance amounted 
to $311,925,000 against $242,166,000— 
an increase of 28.8 per cent. Group 
insurance was $106,782,000 against 
$106,589,000—an increase of two- 
tenths of one per cent. 

For the first six months, the total 
new business of these companies was 
$6,657,203,C00 against $6,540,599,000 
last year—an increase of 1.8 per cent. 
New Ordinary insurance amounted to 
$4,669,775,000 against $4,519,341,000— 
an increase of 3.3 per cent. Industrial 
insurance amounted to $1,478,392,000 
against $1,510,547,00C—a decrease of 
2.1 per cent. Group insurance was 
$509,036,000 against $510,711,000—a 
decrease of three-tenths of one per cent. 


Guardian Convention 
(Concluded from page 9) 


The opening speaker this morning 
will be Paul Alexander, manager of the 
Brooklyn Agency, who will contrast the 
life insurance business of today with 
that of twenty-five years ago. Discus- 
sion of various phases of selling will be 
given by Nelson F. Davis, Jr., of the 
Philadelphia Agency, Manager A. W. 





MERGER IS CONTEMPLATED 


CHICAGO, ILL., July 15.—A pro- 
posal whereby the business of the 
Reinsurance Life Company of 
America would be absorbed by 
the Security Life of America, 
both Chicago companies, will be 
acted on by the stockholders of 
the former company at a special 
meeting called forr Aug. 15. 

The deal, if approved, provides 
for the purchase outright of the 
business of the Reinsurance Life, 
and the assumption of its liabili- 
ties, and does not involve an ex- 
change of stock. It is understood 
that there will be no change in 
the existing contracts of the Re- 
insurance Life following the 
merger, and also, if the deal is 
completed, that there will be no 
change in the personnel of the 
company as they will be retained 
to operate the reinsurance busi- 
ness as a unit of the Security 
Life. 
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Fetter of Greensboro, Julius Fligelman 
of New York, and Manager N. R. 
Smith, Jr., of Akron. The policy con- 
tract will be the subject of a talk by 
Secretary R. C. Neuendorffer and 
trends in the life insurance business 
are to be discussed by Superintendent 
of Agencies Frank F. Weidenborner, 
Jr. In the afternoon, the convention- 
ites will either attend the baseball game 
between the Giants and the Cardinals 
at the Polo Grounds, or go on an es- 
pecially arranged bus tour of the city. 

The annual banquet will be held this 
evening, with Agency Vice-President 
James A. McLain serving as toast- 
master. President Carl Heye, Dr. 
Stephen P. Duggan, a director of the 
company and Manager Ralph A. Tru- 
bey of the Fargo Agency will speak. 
“The 11:15 Revue,” featuring an array 
of Radio-Keith-Orpheum stars under 
the direction of Jule Delmar and with 
one of the Guardian’s million-dollar 
producers, Philip F. Broughton of 
New York, McNamara, as master of 
ceremonies, will be presented.. Mr. 
Broughton, in addition to being one of 
the company’s leaders in production, 
has won considerable fame on Broad- 
way as a playwright and was largely 
instrumental in arranging the enter- 
tainment for this occasion. 

The closing session tomorrow will be 
featured by a number of selling discus- 
sions, treating of the various methods 
of deriving the utmost efficiency from 
fieldwork. Manager Frank A. McDe- 
vitt of Omaha will discuss ways of 
securing repeat business. Modern sales 
service will be discussed by Max Rein- 
both of New York. S. K. Lehman of 
Los Angeles will speak on the use of 
a prepared sales talk. Business in- 
surance is to be the topic of Nathaniel 
H. Seefurth, New York, and two 
Guardian Managers, James A. Tyson 
of Philadelphia and E. N. Oistad of St. 
Paul, will describe methods of train- 
ing yourself and supervising yourself, 
respectively. 


Story of John C. Marsh 


(Concluded from page 17) 


tures. He made her bring out her wed- 
ding gown, so that he could see it for 
the first time; he pored over all her 
pictures, read and reread accounts of 
kis wedding. 

He intended to take up law, and had 
completed about half of the legal course 
at the University of Maryland when 
war was declared. When his sight 
failed he decided that the insurance 
field was the best for him to enter, and 
his success in this business has been 
such that he intends to make it his 
life work. 
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Established 1865 by David Parks Fackler Policyholders 


EDWARD B. FACKLER WILLIAM BREIBY Embracing Sales Plans of 
FACKLER and BREIBY 144 Leading Life Underwriters 
Consulting Actuaries ERSTON i MARSHALL This valuable salesmanship book is 


divided into two parts, one designed 
2 es ss mcoegpaag CONSULTING ACTUARY especially for inexperienced life insur- 
eee ance solicitors, and the other for ex- 
| 25 CHURCH STREET NEW YORK 919 Hubbell Building perienced life underwriters. 
DES MOINES, IOWA The chapter titles are: 
PART ONE—FOR THE INEX- 
PERIENCED AGENT 
[Intelligent Prospect- Closing the Transac- 


MILES M. DAWSON & SON =_ ean thie ite Gl 


CONSULTING T. J. MCCOMB ee saan, ee 
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tracts Bright 
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Harwood E. Ryan Associates sets forth many proved plans and 


Richard Fondiller 75 Fulton St. et ee 0. P. A. business-getting experiences of men 


Jonathan G. Sharp New York E. P. Higgins who have made outstanding records 
in the life insurance business and are 


THE BOURSE PHILADELPHIA thus qualified to offer sound advice 
and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 
DONALD F. CAMPBELL L. A. GLOVER & CO. THE SPECTATOR COMPANY 
CONSULTING ACTUARY Consulting Actuaries, Life Insurance CHICAGO NEW YORK 
160 No. LA SALLE ST. Telephone State 7298 Accountants, Statisticians 
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Liability of 
Automobile Users 











JAMES H. WASHBURN, F. A. I. A. SIDNEY H. PIPE, s 
Consulting Actuary Fellow, Actuarial Society of America, f or Personal Injury 
LIFE INSURANCE—Ordinary, Intermediate, Fellow, American Institute of Actuaries, 
Group, Industrial and Special Classes Associate, British anee of Actuaries. By Clayton G. Hale 
WORKMEN’S COMPENSATION MAJOR E. P. s. eg Ss e “M a 

Expert Advice on Domestic, Tropical and Associate, PE & Riclees o ica. _—— * 
xe Pl tg Ant PIPE & ALLEN A booklet for distribution 
Cable Address: Gertract, New York c Satan dammed among large users of automobiles, 
420 LEXINGTON AVE. NEW YORK CITY ORSEIINE ACSSRENCS é 
Room 101 Memorial Bldg., Nashville, Tenn. 1711-1712 Metropolitan Bldg., Toronto, Ont. as an unusual and effective sales 
— document for Automobile Liability 


Insurance. 
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Single cepy, 50 cents 
50 copies. 16.25 
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